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CENTRAL STATES LIFE 
INSURANCE COMPANY 


ST. LOUIS, MO. 





Insurance in Force $58,000,000.00 





JAMES A. McVOY 
Vice-President and General Manager 
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A Progressive SURETY and CASUALTY Company 











Answer Quick! 


A LIVE, ACTIVE 


DISTRICT MANAGER ana 
SOLICITOR WANTED 
IN 


OKLAHOMA 
WISCONSIN 
INDIANA 
MICHIGAN 


By the 
Oldest Mutual Association 
of its kind 


Address ERNEST W. BROWN, Secy.-Treas. 


INTERSTATE BUSINESS MEN'S 


ACCIDENT ASSOCIATION 
BROWN BUILDING DES MOINES, IOWA 
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Of Course You Know— 


what rent insurance is. You also realize the importance of 
tornado and windstorm, use and occupancy and trip transit, 
but do your clients understand these coverages? 
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Whether you solicit in a city of one hundred thousand or in a 
country town of seven hundred, you can increase your income 
by boosting your side lines and explaining how property should 
be covered for complete protection. 


Advice on any cover is yours for the asking. Continental 
special agents are paid to answer questions, and the Advertising 
Department at the Home Office offers the valuable assistance of 
such side line pamphlets as: ‘‘Certified Rents,’’ ““‘When Spink- 
lers Misbehave,”’ ‘‘Desolation,’’ ‘“‘Yours? Was It Insured?”’ and 
“Every Day of Your Life.’’ Copies of each will be sent upon 
request. 


THE CONTINENTAL 
INSURANCE COMPANY 


Henry Evans, Chairman of the 
Board 
















Canadian Department 
W. E. Baldwin, Manager 
17 St. John Street 
MONTREAL, CANADA 


Norman T. Robertson, President 


Home Office: 80 Maiden Lane, 
New York. Cash Capital, Ten 
Million Dollars. 





Pacific Coast Dept. 
Insurance Exchange Bldg. 
SAN FRANCISCO, CAL. 


Western Department 
Je - wane 2nd Vice-Pres. 
2 So. LaSalle Street 


CHICAGO, ILLINOIS “AMERICA FORE" 
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WILLIAM A. WATTS HOME OFFICE: 
President Des Moines, la. 
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Building Construction as Applied to Fire Insurance 


Three Types of Mill Construction and 


Their Differences Discussed 


By C. C. Dominge 


HE mill construction buildings 
originated in the cotton and woolen mills 
of New England in the early days of that 
industry. As early as the year 1835 the 
owners of a large number of these mills 
(tired of the repeated losses in their build- 
ings of light construction with the joisted 
floors) formed an organization for the 


type ot 


mutual protection of their property from damage by fire. The 
outgrowth of this primary organization was the formation of 
the Associated Factory Mutual Fire Insurance Companies. 

Many crude types were built, some being little better than 
joisted construction, and it was not until a number of years later 
that mill construction, as we know it to-day, was recognized 
by the insurance companies as being a far superior type of con- 
struction. 

Mitzi Construction DEFINED 

The term “mill construction,’ as commonly used, is the name 
given to that type of building in which the interior framing and 
floors are of timber, arranged in heavy solid masses, with 
smooth, flat surfaces, so as to expose the least number of 
corners, and to avoid concealed spaces which may not be reached 
teadily in case of fire. Such a building should be so constructed 


_—_— 


Copyright, 1921, by The Spectator Company, New York. The above is one of a 
Series of lectures given by Charles C. Dominge before the students of the junior 
Course of the Insurance Institute of America at New York. These, with important 
information concerning Inspections of Risks, will shortly be published in book form. 


that fire would pass as slowly as possible from one part of the , 
structure to another, which means that each section must be 
separated from all others by incombustible walls or partitions 
and by doors or hatchways which close automatically in case of 
fire near them. 

Stairways, beltways, elevators and all other floor openings 
must be located in fireproof towers. Ceilings in rooms where 
highly inflammable stocks are kept, or where hazardous pro- 
cesses are followed, should be protected by a fire retardant 
material, such as lock-jointed metal. The metal should follow 
the lines of the timbers without an air space between the two 
surfaces. Briefly speaking, mill construction embraces the 
following: 

1. Consists of making a fire stop of heavy plank between the 
stories so that the spread of fire may be retarded. This necessi- 
tates doing away with all openings in floors, such as belt holes, 
stairways and elevator wells. All such must be in standard 
cut-off towers built outside of the main walls of factory. 

2. The self-releasing timbers and flooring required to give 
the necessary stability and strength so as to offer as smooth a 
surface and as few corners on which a fire may feed as prac- 
ticable ; also doing away with all concealed spaces in walls or 
floors. This is accomplished by using very heavy floor timbers 
spaced 8 feet to 12 feet apart, and floors of 3 inches to 4 inches 
thick, splined planks with single or double top flooring having 


waterproof paper between. Floors must be tight as well as 
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heavy, so as to prevent fire, smoke or water from working 
through. Roof to be 3 inches thick and covered with approved 
composition felt and gravel, or tin. 

Before discussing the details of standard mill construction, it 
might be said that there are three types of this construction 
commonly used, the first being standard mill construction with 
floors of heavy plank not less than 3 inches in thickness, laid 
flat upon large wooden timbers, supported by wood posts, the 
timbers being not less than 6 inches in width on the top story. 
The timbers are spaced from 8 to 12 feet apart, center to center, 
while the wood posts or columns are placed at each line of 
timbers every 18 to 20 feet apart. 

Another type of mill construction rarely found in our terri- 
tory has laminated floors. In other words, the floors consist 
of heavy plank laid on edge, spiked together and supported by 
heavy wood timbers and posts. 

The most common and least desirable type is known as semi- 
mill construction, and is not strictly of the mill type, although 
it has its most essential feature, i. e., the avoidance of small- 
sized timbers and of concealed spaces. In this class, floors are 
of heavy plank, laid flat as in standard mill construction, but 
instead of being supported on large timbers forming wide bays, 
they are carried on smaller timbers much closer together, these 
in turn being supported by wood girders and posts, or unpro- 
tected iron girders and columns. 

It will be noticed that mill construction differs from ordinary 
construction mainly in the character of the floors, which, instead 
of being supported on joists, are carried on large timbers, the 
floors themselves being of heavy plank, and in general all small- 
sized timber being eliminated and all concealed spaces avoided. 
This is the essential characteristic of this type of construction, 
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FIGURE 2 

Roof timber resting or 
slope of roof Timbe 

wrought-iron dogs 


» column-cap, cast to fit 
beld together by 1-ineh 





FIGURE | 


Roof timber resting on cast-iron wall-plate, 
showing overhanging, open, wood cornice and 
wrought-iron anchor. 





FIGURE 4 
Cast-iron cap and pintle for columns and 
FIGURE 3 dogs for holding floor timbers together. 


Floor timber resting on cast-iron wall-plates, 
with lugs for anchoring timber to the wall. 
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FIGURE 5 FIGURE 6 
Cap and pintle cast to fit columns on each Cast-iron wall box for floor timbers, with 
story. Heavy diagonal webs on under side of cap. lugs for anchoring to walls. 
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but in addition every care is taken to prevent not only the de- 
velopment, but the spread of fire by cutting off all communica. 
tions between floors or between sections of building by incom- 
bustible walls or partitions provided with automatically closing 
standard fire doors. As mentioned previously, these are wood- 
core doors covered with sheets of lock-jointed bright I. C. tin, 

With this preliminary explanation we will now proceed to 
construct a “standard mill building.” 

The excavation being completed, the masons lay the footings 
and foundation walls, which are generally of concrete or rein- 
forced concrete. The concrete is poured into the excavation 
and the reinforcing steel causes the whole footing to act as one 
unit, spreading the load evenly over its entire area. The footing 
must be below the frost line, and wide enough so that the pres- 
sure on the ground beneath it will not exceed the safe load 
carrying capacity of the soil. The foundations and footings 
under the interior posts or columns and inner walls must like- 
wise be constructed; then if there is any settlement it will be 
uniform throughout the building. Ordinarily the basement and 
foundation walls are waterproofed during construction. This 
is done by means of a continuous layer of waterproofing fabric 
placed against the outer surface of the walls, extending con- 
iinuously from the footings to the underside of the basement 
floor. It is also possible to introduce a waterproofing compound 
into the concrete, and then if the latter is properly mixed and 
applied it will be waterproof. 

The exterior walls of the building are of brick or concrete, 
never less than 12 inches at the top story, increasing 4 inches 
for each story below. lrequently walls are constructed with 
pilasters; that is, the wall is made wider in the form of a pier 
under the ends of the wooden girders, which occurs about every 
10 feet, the intervening wall being merely a curtain wall and 
consisting mainly of windows. The 12-inch walls should 
preferably extend 3 feet above the roof, forming a parapet, and 
the brick cornice is formed by corbeling out brickwork as the 
vrall progresses. Windows should be cons‘ructed of hollow 
metal frames with small wired glass window panes; the frames 
are built into the wall as the building progresses and occupy 
practically the whole space between pilasters, except near the 
floor. Common practice is to use “Fenestra” rolled steel section 
window frames with factory ribbed glass, except against eX 
posures, where wired glass is required. 

Mill constructed buildings should not exceed five stories, of 
75 feet in height, as fire department hose streams are not effec- 
tive above this height. In this type without sprinklers the area 
should not exceed 5000 square feet, unless cut off by fire walls 
with standard automatic fire doors at the openings. The e 
perienced mill owner or superintendent knows that fires in large 


open areas are difficult to control. 
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Tur Spectator, established in 1868, is a weekly 
yournal cevoted to promoting. the best interests _of 
trustworthy insurance of all kinds. The subscription 
price for the United States, Canada and Mexico is 
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THE MAP PUBLICATION BUSINESS 

STORY is told of a negro named 
A Sambo who was so fond of chicken 
that he was suspected of robbing a hen 
house which had been frequently sub- 
jected to depredation. A curious feature 
of these robberies was that the door and 
window of the chicken house were al- 
locked. Finally 
Sambo was caught with the goods, and 


ways found tightly 
as he was about to be sentenced by the 
judge, the latter inquired: “Sambo, how 
did you get the chickens and still leave 
the door and window of the chicken 
house locked?” To which Sambo replied: 
“Say, Jedge, I advise you to stick to de 
bench—stick to de bench, jedge.” 

The agitation on the part of one group 
in the National Board of Fire Under- 
writers to induce the Board to undertake 
the publication of maps, which service is 
now performed by private concerns, has 
not yet entirely ceased. An effort is 
under way to secure the opinions of 
members upon this subject. 

The Sanborn Map Company, which 
has long supplied most of the maps for 
fire underwriters, has a large sum in- 
vested in the business and always carries 
a considerable supply of maps on hand. 
The fact that a number of underwriters 
are somewhat interested in the company 
would indicate that their influence would 
be sufficient to bring about any improve- 
ments which might be needed, from time 
to time, in the service of supplying maps 
and corrections. 

The map publishing business was es- 
tablished when the need for maps was 


not so urgent as at present, and the serv- 
ice has grown with the growth of cities. 
The publishers undertook to render a 
service to the fire insurance companies, 
and it would seem that they should be in 
a better position to carry on the business 
successfully than would an organization 
like the National Board, which was not 
formed to conduct a publishing business. 

The Board has done excellent work in 
the way of fire prevention education, 
smoothing out legislative difficulties, ob- 
taining the punishment of incendiaries, 
suggesting model building and other 
codes, etc., and deserves commendation 
public-spirited 


for its successful and 


activities of such character. However, 
it was not, we believe, the intention of 
the originators of the Board, nor should 
it be of those who now control its des- 
tinies, that the Board should enter upon 
commercial activities, such as the publi- 
cation of maps, etc. It would seem wiser 
for the National 
fluence and that of its members in pro- 
curing the betterment of the service of 


Board to use its in- 


map publishers, if such is needed, rather 
than for the Board to attempt to enter 
upon the business now conducted by the 
present publishers of maps. To refrain 
from engaging in a commercial publish- 
ing business ought to produce the best 
results for the National Board, and 
should be followed as a matter of prin- 


ciple. 





COMPULSORY AUTOMOBILE LIA- 
BILITY INSURANCE 
OMPULSORY automobile fability 
C insurance is again attracting at- 
tention. The proponents of this idea are 
convinced that the wide general distribu- 
tion of the automobile, ofttimes into the 
hands of financially irresponsible persons, 
makes necessary some means for com- 
pelling owners to provide for settling 
claims which may be made against them. 
Without discussing the merits or demerits 
of the plan, it is significant to note that its 
advocates, especially in New York State, 
are opposed to stock insurance. The rec- 
ommendations in favor have either been 
from State insurance advocates or from 
mutual interests. In New York city the 
City Club has been the most active factor 
in pushing the plan, and its model bill is 
admittedly in favor of the mutual com- 
panies. A report of an address by the 
chairman of the City Club committee, 


5 


Miles M. Dawson, appeared recently in 
the New York Times. 
paragraphs are extracts from that report: 


The following 


With compulsory insurance in the stock 
companies, Mr. Dawson admitted that the rates 
would probably start at about sixty per cent 
higher than the present premium rates. 

Mr. Dawson advocated for the proposed 
compulsory automobile insurance some _ ex- 
ciusive public manner of supplying insurance. 
The City Club committee regards this method 
very favorably. It might be provided, ex- 
plained Mr. Dawson, either by a State fund or 
a mutual State fund. The latter he regarded 
as more effective and properly in line with our 
democratic institutions. 

“I venture to say,” said Mr. Dawson, “that 
if we could obtain a bill providing for insur- 
ance under a public mutual system divided into 
various automobile groups, such as passenger 
cars, trucks, taxicabs, jitneys, etc., and perhaps 
into sectional groups throughout the State, such 
a project could be conducted at a minimum of 
expense and would also place a check upon 
owners and drivers and enable us, in a few 
years, to eliminate those who are reckless. The 
insurance rates at the start would probably be 
about the same as the existing rates.” 

Later reference was made in the same 
report to action taken in Massachusetts 
and Connecticut, and the inference was 
that a commission in the former State, of 


which the Commissioner of Insurance 
was a member, reported favorably upon a 
bill providing “for an exclusive public 
That Commissioner, in 
“The plan 


mutual plan.”’ 
denying the inference, says: 
was considered and a somewhat elaborate 
bill, which was prepared by a proponent 
of the scheme, was annexed to the report 
by way of an appendix; but this bill was 
not recommended for enactment by the 
commission.” 

What justification there is, if. any, fora 
prediction that stock company rates would 
be much higher than at present, if a com- 
pulsory insurance law should be enacted, 
is not clear, particularly as it is prophesied 
that the mutual company rates would be 
approximately the same as present rates. 
Most people will concede the desirability 
of -having judgments for automobile in- 
juries made collectible; but there is no 
necessity for the State to go into the in- 
surance business, for the existing com- 
panies, and those which might be formed, 
can take care of the additional insurance, 
and at rates fixed according to the hazard 
and held in check by competition. 


HAT plutocrat of plutocrats, the 
automobile thief, who consumes 
with ever-increasing avidity the funds of 
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THE RIDGELY 


PROTECTIVE ASSOCIATION 


of Worcester, Massachusetts 


Sickness and Accident Insurance 
FOR ODD FELLOWS ONLY 





Surplus to Protect Policy-Holders = «+ «= $282,550.00 
Deposited With Massachusetts State Treasurer, $100,000.00 











North conan National Insurance Company 


Des Moines, Iowa 
Assets, $910,670.66 


Lines Written: 


Fire, Tornado, Hail 


O. P. ODE, President 
JOHN PETERSON, Secretary 
W. G. HODGE, ” Asst. Secretary 
V. F. BECKER, Treasurer 








$6,000.00 — $12,000.00 with $50.00 per Week 
Costs $56.00 a Year 


Pays you as long as totally disabled whether 
from sickness or accident. 





Unusual Agency Opportunities at present in 
Minnesota, Indiana and lowa. 





Our Leading Salesman in 1919 made $12,000.00. 


Business Men’s Assurance Company, 


W. T. GRANT. Vice=-Pres. KANSAS CITY, MO. 





Membership 100,000 Claims Paid $2,500,000.00 | 


_aeeeenennseestitinee | 


een United States Fidelity & 
igs 8S Guaranty Company 


Calvert, Redwood, Grant and Mercer Streets, 
BALTIMORE, MD. 
JOHN R. BLAND, President 
September 30, 1920. 















CAPITAL PAID IN CASH.................. $4,500,000.00 
ea Se ere $4,332,069.78 
a rr 21,705,056.69 26,037,126.47 





t 
TOTAL CAPITAL, SURPLUS AND RESERVE...... $30,537,126.47 














Federated Fire Re-insurance Co. 


Authorized Capital $1,000,000.00 
Subscribed $1,000,000.0€ 


| Re-Insurance Business Only. 


Home Office 


314-320 M.B.A. Bldg. Mason City, Iowa 

















Attention, Insurance Men! 





A progressive insurance company recently licensed in Virginia, 
and having over 600 prominent stockholders throughout the 
State, has some excellent openings for ambitious insurance men 
who are anxious to secure General Agents’ or District Agency 
contracts. Good leads furnished and every assistance given to 
develop territory and build up a permanent business. Liberal 
contracts to good men. Our policy is a quick seller. 


All answers treated with confidence 
Address L438, care of THE SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 

















INCORPORATED 1832 


Virginia Fire and Marine 


INSURANCE COMPANY OF RICHMOND, VA. 
January I, 1921 


Reserve for Unearned Premiums.................. 
oS aaa ee Oo 
Capital. . = : . . $500,000.00 
Net Surplus. . . 920,674.65 


Surplus to iets... $1,420,674 .65 


Total —_ strane aivadomsaiees $2,929,446 .05 


B. Addison, Vice President. 
Wee Palmer Hill, Asst. Secretary 
J. M. Leake, General Agent. 


$1,229,149 .74 
279,621.66 


Wm. H. Palmer, President 
B. C. Lewis, Jr., Secretary 
J. C. Watson, Treasurer 








ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 18565 January 1 1921 


FIREMEN’S INSURANCE COMPANY 


OF NEWARK 


Cash Capital, . . . . $1,250,000.00 
Net Surplus, . . . . $2,086,742.08 
Surplus to Policyholders, $3,336,'742.08 


EASTERN DEPARTMENT 
President 


D. H. 
JOHN KAY, Pres. 
A. H. GER, Sec’ 

1, HASSERGER, | . 





WESTERN DEPARTMENT 
NEAL BASSETT, V, P. and Mgr 
W.T. BASSETT Ass’t Manager 

CHICAGO, ILL. 




















THE SIGN OF GOOD CASUALTY INSURANCE 


LIABILITY BURGLARY 
ACCIDENT CREDIT 

HEALTH BOILER 
AUTOMOBILE LANDLORDS 

TEAMS ELEVATOR 
COMPENSATION GENERAL LIABILITY 





Established 1869 
OF LONDON 


LON'ON G''ARANTEE & , ACCIDENT 00, Ltd., °Enetano 


Head Office: CHICAGO, ILL. F. W. LAWSON, General Manager 





F. J. WALTERS, Resident Manager, 55 John aap New York. 
STOKES, PAC KARD, HAUGHTON & SMITH 

Resident Mz anagers 
E LME R A. LORD & CO., Resident Managers 


YESTERN ASSURANCE 
OF TORONTO 


FIRE, EXPLOSION—RIOTS, CIVIL COMMOTIONS 
AND STRIKES—MARINE AND TORNADO INSURANCE 


434 Walnut Street, Phi‘adelphia, Pa. 
145 Milk Street, Boston, Mass. 


COMPANY 


Incorporated 1851 











W. B. MEIKLE, President & General Manager 


UNITED STATES STATEMENT, JANUARY I, 1921 


ASSETS. $5,279,511 
SURPLUS IN U NITED STAT ES.. ; i $1,734,848 
TOTAL LOSSES PAID IN UNITED STATES FROM 

1874 TO 1920 INCLUSIVE. es $48,637,048 
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our long-suffering insurance companies, 
though able to pursue his pleasant calling 
with a remarkable degree of freedom and 
independence, is yet human, and has 
therefore a weak spot. That there has not 
heen a stronger attack upon this weak 
spot has long been a source of surprise 
to us, but not being acquainted with the 


intricacies of that sort of business, and 
preferring to be known as ‘poor but 
honest,” we have said nothing, on the 


theory that probably the weak spot, as we 
saw it, was after all not so weak. A few 
days ago, however, there came to our at- 
tention a case in New York which demon- 
strates, with gratifying certainty, the 
soundness of our old idea. A certain 
garage operator and a dealer in so-called 
second-hand cars has been convicted of 
criminally receiving stolen automobiles, 
and has been given a sentence of from two 
and a half to five years. An appeal will 
be taken, however. An interesting fea- 
ture was the fact that the presiding judge 
was the recipient of a large number of 
letters urging leniency in this particular 
case. In delivering the sentence the judge 
remarked that “this man has done more to 
create automobile thieves than any other 
man in New York.” Tor our part, al- 
though the penalty imposed was the maxi- 
mum under the law, we do not believe it 
to have been nearly severe enough to act 
as a real deterrent. Of course it is a bit 
inconvenient for a one-time respectable 
citizen to be forced to spend several years 
in prison, and rather ruinous to his good 
reputation, yet many a man would take 
the chance of two and a half years when 
a longer term would cool his dishonest 
ardor. We conclude that a really serious 
campaign against the automobile “fence” 
would be a severe blow to the automobile 
thief. = 


—The State Mutual Fire of Raleigh, N. C., has 


levied an extra asssessment of 25 per cent, which, 
its letter says, makes its insurance for last year cost 


\ : 
out as much as stock company insurance. 
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NEW YORK SURVEYS 
Increase in Size of Buildings.—The retir- 
ing Superintendent of Buildings for Manhattan 
and the Bronx made a statistical report cover- 
1868-1921 The 
esting comparison is between the years 1902- 
1912-1921. 


ing the year inclusive. inter- 


I9Ir and In the first period there 
were 1179 applications filed with a total value 
of $94,000,000 plus, the average being $80,000; 
in 1912-1921 only 438 applications were filed but 
the values were $74,000,000 plus, with an aver- 
age price of $140,009. This illustrates the trend 
as to size and cost of buildings on Manhattan 
Island. 

What Would You Think?—\We had occa- 
sion to hear a legislator remark that during his 
campaign he had purchased tickets for chowder 
parties, whist parties, tea parties, etc., to the 
amount of $487. When we consider that a leg- 
islator’s salary is only $1500 per annum this 
seems like an undue proportion to be expended 
for such purposes. Still we wonder at some 
things that happen in our legislature. 

It Stays.—The Insurance Society has made 
definite arrangements, both as to space and 
price, which are quite agreeable to both parties 
to the contract, and will remain in its present 
quarters at 84 William Street. The present 
lease expires May I, and the new one for three 
years commences on that date. 

They Are Off Again.—On Monday the In- 
surance Society reopened its lectures after the 
interval of the Christmas Holidays. In the 
Junior Course the first announcement did not 
contain the name of any speaker for the Fir: 
The society is pleased to 
announce that Carroll L. DeWitt, of the office 
of red S. James & Co., is going to give these 
Through the courtesy of the Commercial 


insurance Contract. 


talks. 
Union Assurance Company, Ltd., the class has 
been supplied with copies of the standard policy. 
In the Course A. G. Whitelaw, 
general adjuster of the Commercial Union As- 


Intermediate 


surance Fleet, gave his last talk on January 10 
Senior 


on policy clauses and forms. In the 
Course today Edward P. Boone will give his 
first talk on automatic sprinklers. 
an arrangement was made for the use of lantern 
slides, which will add immeasurably to the value 
On Friday M. E. Jewett, first 


In this case 


of the talk. 


KEINSURANCE ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, President 


vice-president of the Royal Indemnity Company, 
will deliver his lecture in the casualty course, 
dealing with personal injury arising out of au- 
tomobile insurance. 

The published announcements placed the firs 
lecture of George W. Booth of the Nationat 
Board of Fire Underwriters for January 7; 
this should be January 17. 


PACIFIC COAST 

Blue Goose Meeting.—The Golden Gate 
Pond of the Ancient and Honorable Order of 
the Blue Goose is planning for a big time at 
its annual meeting to be held in San Francisco 
on the evening of February 6, which is just 
prior to the annual meeting of the Fire Un- 
derwriters’ Association of the Pacific, to be 
held in San Francisco, February 7 and 8. Mem- 
bers of the order from all the .Pacific Coast 
States are expected to be in attendance. It is 
understood that a representative will be present 
from the Grand Nest. 

Preparing for Engineers’ Convention.— 
Chief Murphy of the Fire Department of San 
I'rancisco and Chief Jay W. Stevens of the Fire 
Prevention Bureau of the National Board ot 
Underwriters, San Francisco office, are 
active preparations for the annual 
meeting df the International Association of 
Engineers which will be held in San 
Francisco, August 9 to 18. 

Pacific Coast Loss Ratio.—No definite fig- 
ures are as yet available as to the fire loss ratio 
on the Pacific Coast for 1921. The general 
consensus of opinion among the larger Sai 
Francisco offices is that the ratio will be between 
45 per cent and 50 per cent. Some of the offices 
state that their individual experience will show 
a loss ratio as high as 60 per cent. The year 
was the most disastrous on the coast since 1906, 
which covered the San Francisco conflagration. 
The premium decrease, it is estimated, will 
average from 15 to 20 per cent. 

Fire Underwriters Annual Meeting.—The 
annual meeting of the Fire Underwriters’ As- 
will be held in the 
Merchants Exchange Building, San Francisco, 
The program, which will 
soon be given out, according to President Wil- 
liam Deans, will insure one of the most inter- 

(Continued on page 13) 
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making 
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sociation of the Pacific 


February 7 and 8. 
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(IN PRESS) 
THIRD EDITION 


TABLES OF 


COMPARATIVE BENEFITS 
OF 


VARIOUS COMPENSATION LAWS 


Compiled by 
STANLEY L. OTIS 


Director Bureau of Workmen’s Compensation, New York State Dzpt. 
of Labor 


The Workmen’s Compensation laws of forty-two States are 
thoroughly analyzed in this work as to their benefits under the 
following distinctive headings: Death; Permanent ‘Total; 
Dismemberment; Permanent Partial (Other Cases than Dis- 
memberment); Temporary Total; Temporary Partial; Medical 
Aid; Waiting Period; Miscellaneous. 

This work has been revised and carefully compiled by Mr. 
Otis who has been intimately associated with the Workmen’s 
Compensation movement in this country since its inception. 
His experience with liability and compensation laws is exten- 
sive. At the present time Mr. Otis has charge of the direction 
of the Administration of the Workmen’s Compensation Law 
in New York State. 

SCHEDULE OF PRICES 


Per copy...........$1.00 50 copies........... $30.00 
IZ copies. ........ 10.00 100 copies........... 50.00 
500 copies. . . .$200.00 


Advertisement will be printed free on orders for 100 
or more copies. 


THE SPECTATOR COMPANY 
CHICAGO 


NEW YORK 




















THE LATEST MORTALITY TABLES—JUST ISSULD 


AMERICAN-CANADIAN 
_ MORTALITY INVESTIGATION 


Compiled by Committees Representing the 
ACTUARIAL SOCIETY OF AMERICA, 
AMERICAN INSTITUTE OF ACTUARIES, 


NATIONAL CONVENTION OF 
INSURANCE COMMISSIONERS 


IN TWO VOLUMES 
Based upon experience of 59 legal reserve life insur- 
ance companies. 
Presents actual mortality experience, with comparisons 
thereof with rates shown in existing standard tables. 
Volume II Presents Experience Under Various Policy 
Forms—Term, Whole Life, Limited Payment and 
Endowment. 
’ Causes of Deaths Among Americans and Canadians 
are compared in a series of tables. 

Experience under Individual policies in excess of 
$50,000 compiled, with Interpretations. This in- 
formation of importance to insurance companies. 
Every life insurance company and actuary should 
possess these books, which contain valuable informa- 
tion and are handsomely bound in half leather and 
cloth. 





Price, $10.00 for cach—$20.00 the set 
Orders will be promptly filled by 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 

















Re 


Con 


Si 
issue 
dent 
in \ 
15, 
redu 

dis 
past 
com 
comp 
ing vi 
389, 
same 
estim 
the p 
Duris 
collec 
a 15] 
two } 
result 

Col 
that 1 
every 
there 
the lir 
ried. 
will b 
direct 
losses 
ters, h 
adjust 
and th 
Colo 
assigni 
Startin 
miums, 
down t 
Durin 
terest o 
terest o: 
Teceipts, 
$36,411,: 
The p 
compan 
if we al 
Profits 5 
cent of t 
a contrac 
charge, 
ance, T 
companie 
If we all 
or $36,41 
Profits, tl 
than this 
the comp; 
be the sa: 
have coll 
Premiums 


An exai 
shows th 
$36,547,05 
Panies h 
losses du 
intolerable 












ay 








January 12, 1922 


THE SPECTATOR 


Fire Insurance 








MISSOURI RATE CUT 


Reduction of 15 Per Cent Ordered by 
Commissioner Hyde 


EFFECTIVE FEBRUARY 15 





Companies Have Made Enormous Profits, 
He Charges 
[Special Report to THE Spectator] 

Sr. Lous, Mo., Jan. 10.—An order has been 
issued by Col. Ben C. Hyde, State Superinten- 
dent of Insurance, reducing fire insurance rates 
in Missouri 15 per cent on and after February 
15, 1922. Based on last year’s business, the 
reduction will amount to $3,159,000. 

The superintendent bases his action upon the 
past five years’ business transaction by the 
companies. He says that the total losses of the 
companies during the period of five years end- 
ing with the close of 1920 amounted to $36,411,- 
380, and the premiums collected during the 
same period were $71,015,308. On this basis he 
estimates that the companies have collected over 
the period given $10,050,000 in excess premiums. 
During 1919 and 1920, he says, the companies 
collected 139 per cent above their losses, and if 
a 15 per cent reduction had been enforced in the 
two years a saving of $5,332,coo would have 
resulted. 

Colonel Hyde stated that he did not intend 
that 15 per cent reduction would be applied to 
every class of fire insurance, for the reason that 
there is quite a difference in the losses along 
the line of the various classes of insurance car- 
ried. In a general way, he said, the reduction 
will be about 15 per cent. If a less amount is 
directed to one class, other classes where the 
losses are lighter will be increased. These mat- 
ters, he said, would be worked out in the re- 
adjustment of schedules between the companies 
and the departments. 

Colonel Hyde gave out a strong statement 
assigning his reasons for ordering the reduction. 
Starting with the year 1916 and giving the pre- 
miums, losses and per cent losses ratio paid 
down to and including 1920, he says: 

During this period the companies received as in- 
terest on unearned premiums $2,095,549, and as in- 
terest on capital and surplus $2,480,029. Their gross 
receipts, therefore, were $75,590,886, their gross losses 
$36,411,889; net for expenses and profits, $39,179,497 
The proper ratio for all expense and profit for the 
companies would be somewhere around 40 per cent, but 
if we allow the companies to collect for expenses and 
profits 50 per cent of their gross premium, or 100 per 
cent of their average losses, which for the handling of 
a contract would seem an unheard-of expense and profit 
charge, we shall certainly be making an ample allow- 
ance. The figures show that the total losses of the 
Companies during the last five years was $36,411,389 
If we allow the companies 100 per cent of that figure, 
or $36,411,389, for the last five years for expenses and 
Profits, then they have collected nearly $3,000,000 more 
than this amount for expenses and profits. If we allow 
nets 80 per cent of their losses, which would 

€ same as 40 per cent of a proper premium, they 


have collected $10,050,385 too great an amount of 
Premiums. 


139 Per Cent Excess 
An examination of the last two years, 1919 and 1920, 
Py that they have collected in premiums alone 
$36,547,083, while their losses were $14,866,661. Com- 
Panties have collected 139 per cent more than their 


losses during thé last two years, which is unjust and 
intolerable. 


A 15 per cent reduction, if it could be made to apply 
to the last two years, would have saved the State 
$5,332,000 and would still have left the companies 
100 per cent of their losses with waich to pay expenses 
and profits, 

It may possibly cost the companies 50 per cent of 
their total premiums to maintain their business. If so, 
it is due to wasteful and extravagant methods. Insur- 
ance is a machine whereby the losses of individuals are 
spread over the community, so that a loss which might 
be ruinous to one would be lightly felt by many. The 
product of the insurance machine is the payment of 
losses. If the machine absorbs for its operation an 
amount equal to the value of its products—if, in other 
words, its expense of operation equals 100 per cent of 
the value of its service—then more economical methods 
must be applied. 


No Surprise in Kansas 

Topeka, KAN., Jan. 9.—The announcement of 
the 15 per cent cut in insurance rates ordered 
by Ben C. Hyde, Insurance Commissioner of 
Missouri, was a little surprise for Kansas, as it 
was generally expected that the Missouri order 
would follow directly after the order from the 
Kansas department. Frank L. Travis, Superin- 
tendent of Insurance, has announced that he will 
issue his order next Saturday. There has been 
some conversation between the Kansas and 
Missouri departments regarding the rate orders 
and the gossip among insurance men has been 
that Missouri would make an order decreasing 
rates directly after the Kansas order was issued. 
The Missouri order is for 15 per cent flat re- 
ductions on fire and tornado lines. The Kansas 
order was not expected to be quite so heavy, 
being varied by different lines and averaging 
about 12 per cent on the fire and tornado busi- 
ness and allied lines. 

American Companies Active in China 

Hartrorp, Conn., Jan. 10.—Three of Hart- 
ford’s insurance companies—the Hartford Fire, 
Phoenix Fire and the National—are taking an 
active part in the affairs of the American- 
Foreign Insurance Association, formed several 
years ago with seventeen leading companies as 
members to carry the standard of American in- 
surance to the far corners of the world. Presi- 
dent Richard M. Bissell of the Hartford Fire 
is vice-president of the association. 

“The foreign business has, on the whole, been 
quite satisfactory,” Vice-President James 
Wyper of the Hartford Fire, one of the active 
movers in the formation of the association, said 
last week: “The largest business has been in 
China, although during the present year China 
has not been a profitable field owing to some 
heavy losses.” 

Mr. Wyper said that one immense silk ware- 
house fire had resulted in various companies, in- 
cluding leading British companies as well as 
American-Foreign Association members, losing 
large amounts. The total damage by the one 
fire reached into some millions of dollars. 

Rate Hearing Postponed 

Austin, TEX., Jan. 11.—Due to the illness of 
George W. Tilley, State Fire Marshal and mem- 
ber of the Texas State Fire Insurance Com- 
mission, that body has postponed from January 
7 to January 14 the opening hearing scheduled 
to consider the matter of reducing insurance 
rates on brick hotels and their contents. 
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NEW RATE SCHEDULE 


Texas State Fire Commission 
Completing Work 


REPLACES SCHEDULE EFFECTIVE 
SINCE 1915 


Not Intended to Either Increase or 
Decrease Rates 

AvustTIN, Tex., Jan. 10.—Formulation of a 
new general basis schedule of fire insurance 
rates, in loose-leaf form, to take the place of the 
present schedule, is under way by the State Fire 
Insurance Commission. The new schedule will 
take the place of the schedule which has been 
in effect since May I, IgI5. 

“Tt is the intention of the commission to re- 
vise the old schedule,” said T. M. Scott, secre- 
tary-member of the commission, “making it as 
far as it is possible to do so meet present-day 
conditions. It is not our intention, in the com- 
pilation of the new schedule, to either increase 
or decrease rates, except to cure discriminatory 
defects, but rather to smooth out the rough 
places and embody in it such changes as have 
been made from time to time, since the date of 
publication of the old schedule. 

“The formulation of a schedule of fire insur- 
ance rates applicable to the various classes of 
risks in Texas,” continued Mr. Scott, “involves 
a tremendous amount of time and labor, and 
those charged with the final consummation of 
the task must, naturally, be men skilled in the 
science of fire insurance underwriters and pos- 
sess experience in a practical every-day appli- 
cation of its requirements to the class of risk 
upon which protection is desired.” 


C. J. Timbers Named Deputy Wisconsin 
Insurance Commissioner 

Mapison, Wis., Jan. 9.—C. J. Timbers has 
been appointed Deputy Commissioner of Insur- 
ance in Wisconsin by Insurance Commissioner 
Platt Whitman. He succeeds Oscar Olson, 
deceased. Mr. Timbers has been connected with 
the department for several years. For a time 
he was in charge of the State fire insurance 
fund, and later was chief rater of the insurance 
department. Mr. Whitman announced that Mr. 
Timbers would also be appointed as first as- 
sistant fire marshal. 

Becomes Assistant Secretary of Home 

The appointment of Frank W. Alden as as- 
sistant secretary of the Home Insurance Com- 
pany of New York was announced last week by 
President E. G. Snow. 

In his new capacity as assistant secretary of 
the company, Mr. Alden will be attached to the 
Eastern department and will be located in the 
home office of the company. The Eastern de- 
partment of the Home takes in the States of 
New England and what was formerly known 
as the Middle States. 


John C. Paige & Co. have commenced the 
publication of a house organ known as “Pro- 
tection.” Its purpose is to bring to its custom- 
ers and potential customers interesting items 
from the general insurance field for the pur- 
pose of awakening an interest in insurance mat- 
ters. It is well edited and attractively printed. 
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AMERICAN 
SURETY 
COMPANY 

of NEW YORK 


100 BROADWAY 








Company’s Home 
Office Building 


SURETY BONDS BURGLARY INSURANCE 








North British «« Mercantile 
Insurance Company 


LIMITED 
109 YEARS CLD 


Fire, Tornado, Automobile, Sprinkler 
Leakage, War Risk, Explosion 
and Kindred Lines 


SECURITY—Resources ample for all obligations 
SERVICE—Expert advice on insurance problems 





CECIL F. SHALLCROSS, UNITED STATES MANAGER, 
76 WILLIAM STREET, NEW YORK CITY 








The Fidelity and Casualty Company 
of New York 
92 LIBERTY STREET, NEW YORK, N.Y. 


Metropolitan Offices: 90 and 92 William Street 


ANNUAL STATEMENT DECEMBER 31, 1920 


Ee $24,470003.77 
ES er eee ee 19,132,734.64 
ade aie eiicle a ees aie aieaice lam 2,000,000.03 
SURPLUS OVER ALL LIABILITIES...... 35337,269.18 


LOSSES PAID TO DECEMBER 31, 1920.... '78,551,312.50 


CASUALTY INSURANCE AND SURETY BONDS 


Fidelity, Surety, and Miscellaneous Bonds, Accident, Health, 
Burglary, Robbery, Plate Glass, Boiler Engine, and Fly- 
Wheel Insurance, Workmen’s Compensation, Automobile 
Liability, and All Other Liability Lines. 








Journal of the Institute of Actuaries 


Those who are interested in The Journal of the Institute 
of Actuaries of Great Britain will be glad to learn that 
The Spectator Company is now in a position to supply 
more or less complete sets of this work. The sets which 
may be secured are as follows: 


One COMPLETE SET from Volume I to 
Volume 52, inclusive, up to date, very valuable 
because many volumes are out of print. 











Volume 23, to date, complete, unbound. 


The following odd volumes may also be secured: 7, 23, 
25, 28, 32, 33 and 34, in parts. 


The Spectator Company solicits correspondence with 
those interested in the purchase of any or all of the above 
works, and will quote prices on same upon application. 











MEDICAL EXAMINATION 
FOR 


LIFE INSURANCE 


By DR. THOMAS D. LISTER 


This is a new English work designed to assist medical ex- 
aminers for life insurance, as well as home office officials, in the 
proper treatment of applicants for insurance. It deals with 
such subjects as: The Medical Staff of a Life Insurance Com- 
pany; The Mental Attitude of the Examiner; The Examination 
Form; Personal History; General Rules as to Family and Per- 
sonal History; The Method of Conducting the Examination; 
Occupation and Habits; The Method of Compensating for 
Extra Risk, etc. 

The book embraces 168 pages and is bound in cloth and in- 


dexed. 
Price, $3.75 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 











GENERAL INSURANCE OFFICES 


WILL IN 1921 


PROVIDE THEIR CLIENTS WITH 
LIFE, FIRE AND CASUALTY INSURANCE 


There is no reason why the life insurance department of a 
general insurance office should not be very profitable. One 
capable man at the head of the life department can earn as 
much the first year as any other department in the office and 
will earn an increasing revenue each year thereafter. All 
— offices that have life departments are pleased with 
results, 


This is a strong, conservative, clean Company that is suf- 
ficiently progressive to fit into the life department of a general 
insurance office. In 1921 this Company will make a specialt 
of broadening its service to this extent. We solicit correspond- 
ence with insurance agencies now writing fire, or fire and cas- 
ualty insurance. 


INTER-SOUTHERN LIFE INSURANCE COMPANY 
LOUISVILLE KENTUCKY 
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c. E. ALLAN NAMED 
pecomes Pacific Coast Manager of 
Liverpool and London and Globe 


SUCCEEDS THOMAS H. ANDERSON 
New San Francisco Manager Experienced 
Insurance Man 

General Manager Hugh Lewis of the Liver- 
poo! and London and Globe Insurance ompany, 
Ltd., has announced the appointment of Clarence 
Elton Allan as manager for the company’s 
Pacific coast department at San Francisco, to 
aeceed Thomas HI. Anderson, who was re- 
ently appointed United States attorney and pro- 
noted to the position of manager of the Eastern 
department in conjunction with Charles A. 
Vottingham. 

Mr. Allan has been in charge of the Pacific 
ast department of the American ltagle, Conti- 
yental and Fidelity-Phenix with the title of 
eeretary of these companies. Ile spent the first 
geriod of his insurance career in the service of 
the Liverpool and London and Globe Insurance 
Company, Ltd., at San Francisco under Man- 
wer Guin, and afterwards became assistant 
manager of the Pacific Adjustment Bureau, be- 
ing subsequently promoted manager thereof. He 
eft that position three years ago to become 
manager of the Continental group, and has been 
eminently successful for those companies. 


New Building in Honolulu 
The Theodore Tl. Davies Company, a. large 
merchandise firm, located in Honolulu, Hawaii, 
las opened a new building, which is said to be 
the largest building of the monolithic type in 
the United States. The building is anchored on 
lid rock and is built of solid cement calculated 
to stand for ages. It is four stories in height 
aid contains approximately nine acres of floor 
space. It covers an entire block in the center 
f Honolulu’s commercial district. 
The firm has a large insurance department 
wider the management of L. Baron. It is gen- 
eal agent for a number of large companies, 
including the Northern Assurance Company; 
the Law, Union and Rock Insurance Company: 
the American Insurance Company, Newark; the 
london Guarantee and Accident Company; the 
Chion Marine Insurance Company; British and 
Foreign Marine Insurance Company. 
Harold Knox Goes with Hampton Roads 
Announcement was made last week of the 
resignation of Harold Knox, secretary of the 
re department of the Importers and Exporters 
. New York. Mr. become on 
february I secretary and managing underwriter 
it the Hampton Roads Fire and Marine Insur- 
aicee Company of Norfolk, Va. 
“a recently organized with an authorized capi- 
tl of $500,c00. James A. 
“ee-president of the company. 


Knox will 


The company 
Blainey is active 


Reduces Capital Stock 
Des Mornes, Ta., Jan. 9—The Inter-Ocean 
Keinsurance Company of Cedar Rapids finds it- 
“with too much capitalization. Amendments 
‘ave been filed with the Secretary of State re 





GRADING RULES 


Inspection Bureau Complet- 
ing Tabular Statement 


Kansas 


INSURANCE DEPARTMENT SKEPTICAL 
Sees Move to Increase Rates—Calls New 
Rules Revolutionary 

Topeka, KAn., Jan. 10.—The Kansas Inspec- 
tion Bureau is making up a complete tabular 
statement of actual changes made in the supple- 
ment to the grading rules for classifying the 
cities of Kansas. The State Insurance Depart- 
ment is threatening to abrogate the approval ot 
the supplements and has announced its intention 
of doing so unless the bureau is able to show 
that the supplements do not bring about an in- 
crease in rates. 

The supplements were filed some months ago 
and the bureau has been regarding a large num- 
ber of Kansas towns under the new rules. In 
every instance the towns were given a decrease 
in classification which increased the rates. The 
new grading rules apparently make it much 
harder for any city to make the grades required 
to retain their classilication. The department 
officials have asserted that the new supplement 
is simply an indirect method of raising rates. 

The engineers for the department have had 
several conferences with the engineers of the 
bureau, but there has not been any satisfactory 
adjustment reached. At the hearing last week 
the results were so unsatisfactory that the bu- 
reau was directed to compile a statement show- 
ing the exact variations the new rules make 
from the old rules in every point charged or 
credited. The department officials have asserted 
that the new rules are revolutionary in character 
in some respects. It is pointed out that the lack 
of efficiency of a water plant may also be 


c 


re department when the 


charged against the 
fire department is in no way responsible and the 
city should not be charged twice for the same 
shortcoming. 


Netherlands Fire and Life, The Hague 

\n examination of the Netherlands Fire and 
Life Insurance Company of The Hague, Hol- 
land, made by the New York Insurance Depart 
ment as of June 30, 1921, showed that the as 
sets of the United States branch then aggre- 
gated $1,347,805 anél its surplus was $531,044, 
these figures being based upon actual market 
value of securities. Notable increases in both 
assets aid surplus were made during the follow- 
ing five months, so that as of November 30, last, 
still using actual market values of securities, the 
company’s American assets had reached the sum 
of $1,433,644 and the surplus was $617,784. 
This is a most gratifying showing, especially as 
the figures are upon the bed-rock basis of actual 
market prices. 

The Netherlands, under the capable manage- 
ment of Harold W. Letton of Chicago, is, as 
shown, in strong financial condition and offers 
ample facilities and prompt loss payments to its 
agents and policyholders. 


ducing the capital stock from $1,000,000 fo 


$50,000. 


II 


EXCHANGE MEETING 


Resolutions Passed Provide for 
Review of Rules 


SPECIAL COMMITTEE TO BE NAMED 
Will Report Any Modifications or Changes 
Deemed Necessary 

At a special meeting of the New York Fire 
Insurance I¢xchange held last Thursday follow- 
ing a call by President N. S. Bartow of the 
Queen Insurance Company, resolutions provid- 
ing for the review of existing rules of the Ex- 
A committee to study the 
recommendations of 





change were adopted. 
agreements and submit 
changes or modifications will be named. The 
resolutions adopted were as follows: 
Resolved, That the Exchange appoint a special 
committee to review the agreement and/or rules 
of the Exchange and to submit for adoption 
such amendments or modifications as will tend 
to bring and keep the Exchange in harmony 
with the practice of the Insurance Department 
of the State as to the issue or revocation or 
cancellation of brokerage certificates. 
Resolved, That we recommend to the Ex- 
change the appointment of a special committee 
to review the Exchange agreement and rules, 
except as to matters covered in the previous 
resolution, and to bring in a report of such 
changes as in its judgment may be deemed 
advisable. 
Changes in Commercial Union Group 
P. T. Tebby has had his work broadened in 
order to include the agency supervision of the 
New York suburban field. He has devoted his 
time up to the present to the Brooklyn and Long 
Island territory. He will be assisted in his 
vork by Maxwell F. Liebler, who joined the 
staff in October, and W. F. 
been the special agent in the suburban New 


Britten, who has 


York territory for some time. 

Luer L. Wiltbank has retired from the firm 
of Liell & Wiltbank, Brooklyn agents, and has 
joined the staff of the Commercial Union Com- 
panies. He has already assumed his duties in 
the engineering and improved risk department. 

A. C. Broderick has been appointed general 
agent in charge of the agency and brokerage 
business of the Commercial Union group at the 
downtown offices, 55 John street. At the same 
time, W. B. Butchell has been appointed home 
office general agent for the New England terri- 
tory. 

Both men have spent their business lives in 
the service of the Commercial Union group. 
Mr. Broderick succeeds W. F. Penny, who will 
devote his entire time to a local agency in West- 
port, Conn. 


American General of Chicago 
The American General Insurance Company of 
Chicago, which was incorporated November 10, 
1921, to transact fire and allied lines of insur- 
ance, began business last week. Its capital is 
$200,000 and its initial surplus $2co,000. The 
territory it is proposed to cover includes the 
States of Illinois, Wisconsin, Iowa, Minnesota, 
Michigan, Ohio and Pennsylvania. P. J. Kieffer 
is president and insurance manager, S. D. 
Works and L. W. Mack are vice-presidents, and 

C. J. Koepke is secretary and treasurer. 
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Surveys 
(Continued from page 7) 
ng meetings that the association has ever 
: rding to the established custom the 
1 close with a banquet at one of 


esti 
held. Acco 


gessions wil 
San Francisco’s leading hotels. 


CHICAGO AND THE WEST 
Nominees for Executive Committee.—The 
jollowing persons were nominated to serve on 
the executive committee of the Chicago Board 
of Underwriters. These names will be voted 
onat the annual meeting on January 12. Edwin 
W. Law, C. Ward Seabury and Fred J. Sauter. 
H. W. Russ Resigns.—Harvey W. Russ 
4g resigned as general manager ot the Un- 
ias resigned as general manager of the Un- 
March 31 next, at which time he will become 
manager of the Boston office of the General 


h 
\ 


Adjustment Bureau. 

Insurance Club Meeting.—The first regu- 
at meeting of the New Year of the Insurance 
Club of Chicago was held on Tuesday and was 
inown as managers’ night. President Fiery, of 
the club, issued a letter to all managers of 
wsualty and fire companies, inviting them to be 
present on this occasion and listen to an address 
entitled “Insurance a Public Service,” which 
was delivered by Oscar FE. Aleshire, former 
president of the Chicago Board of Underwrit- 
es, The managers generally accepted the in- 
vitation and a lively interest was manifested in 
the meeting. Mr. Aleshire enjoys the distinc- 
tion of being one of the best public speakers 
among the insurance men of Chicago. 

Local Agency Secures New Company.— 
Mexander Smullan & Co. have secured an 
agency for the Caledonian. 


PHILADELPHIA NOTES 


Underinsured Churches.—The burning of 
the Norris Square M. FE. Church here last Sat- 
uday brings again to mind a problem which ha, 
confronted fre agents at every turn, churches 
insured under value. The loss on the Norris 
church is estimated at from $60,000 to $75,000 
with insurance carried of $22,000. A prom- 
inent local insurance man says, “A campaig2 
should be started by agents to show the govern- 
ing bodies of church the necessity for adequate 
insurance, especially as in Philadelphia the co- 
insurance clause is mandatory and inflicts such a 
hardship on the assured when underinsured. I 
know it is hard to convince church people to 
tatry sufficient insurance, but if enough educa- 
tion is furnished in a little while it would be 
easy.” Some agents and brokers contemplate 
acampaign similar to this. 

Brady & Furlong Dissolved.—The Firm of 
brady & Furlong, of 136 S. Fourth street, has 
dissolved, and Harry A. Furlong has opened 
ifices at 149 S. Fourth street as Eastern Penn- 
ylvania manager of the Republic Casualty Co., 
tt has also made some desirable fire company 
tomnections. Mr. Furlong has been a special 
‘gent in Pennsylvania for many years. 

Fire Course—According to Harry Penn 
Burke, president of Insurance Society of Phila- 
telphia, this year over one hundred students 
lave been enrolled in the fire insurance studies 
and about seventy-five in the casualty studies, 





being given at the society rooms here by the 
Insurance Institute of America. 


New Federation Branch.—Last Friday at 
the Plymouth Country Club, just south of Nor- 
ristown, Montgomery County, Pa., the insur- 
ance men of that county had luncheon and 
formed the County Branch of Insurance Fed- 
eration of Pennsylvania. The Hon. Thomas B. 
Donaldson was greeted with cheers when hz 
arose to speak, and after a careful discussion 
of the Advisory Board plan the meeting adopted 
a resolution putting the plan into effect in that 
county. This makes the fifteenth advisory 
board now organized. I. J. Gotwals of Nor- 
ristown presided at the meeting. 


BOSTON AND VICINITY 

Heads New England Exchange.—Abel M. 
Wood, general agent of the Firemans Fund 
and the Home Fire and Marine, was elected 
president of the New England Insurance Ex- 
change at its 39th annual meeting held in its 
assembly rooms in the Oliver Building Satur- 
day. A get-together banquet at which more 
than 200 were present was held the night before 
at Young’s Hotel. 

R. S. Howe, special agent of the Springfield 
Fire and Marine, was elected a vice-president, 
and Sumner Rhoades of the Northern New 
England, H. J. Hill of the Great American, 
and O. M. Howland of the Fidelity-Phoenix 
were elected members of the executive com- 
mittee. 

W. D. C. Curtis, Dead.—W. D. C. Curtis, 
dean of the fire insurance fraternity in Boston 
and probably the oldest executive actively er:- 
gaged in fire insurance in New England, died 
January 8 at his home in Neponset. He was 
89 years old. Up to two or three weeks ago 
he was at his desk at 6:30 in the morning, his 
lifelong practice, discharging his duties as vice- 
president of the Dorchester Mutual Fire, with 
which he had been associated for more than 
50 years. 


Fires on Piers and Pier Hazards 

The recent fire which destroyed several rail- 
road piers at Weehawken, N. J., awakened in- 
terest in the general subject of the fire hazards 
of piers. These are treated in the book entitled 
“Fire Insurance Inspection and Underwriting,” 
by C. C. Dominge and W. O. Lincoln, published 
by The Spectator Company, as follows: 


PIERS—Open piers are usually built of crib 
construction, i. e., wood piling (usually creo- 
soted), then the heavy wood timbers and cross 
bracing, and finally the heavy plank flooring. 
The frame covered pier is similar to above, ex- 
cept that it is covered over with a frame shed 
or enclosure. The corrugated iron pier is the 
type usually found in local territory. It has 
sides of corrugated iron on angie 1ron or on 
wood stud, and roof of corrugated iron on wood 
purlins on steel truss or wood frame. The 
side walls of many such piers are simply a 
series of doors to facilitate the loading and un- 
loading of vessels. The fireproof pier is oi 
non-combustible material throughout, although 
some piers having wooden piling have been 
termed fireproof. The strictly fireproof pie 
has incombustible piling (concrete) with a re- 
inforced concrete flooring or base, the sides 02 
pier structure either concrete, or copper filled in 
with concrete or terra-cotta tile. All steelwork, 
including roof trusses, should be protected with 
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at least two inches of concrete or tile. Sky- 
lights should be thin glass in metal frame with 
standard screen above. The area can be divided 
into smaller sections by the use of fire walls. 
which should extend to below low water line, 
be parapetted and have standard doors. In 
lieu of fire walls, curtain boards should be ex- 
tended from the roof to divide the roof area 
and thus prevent the rapid spread of fire along 
the ceiling. These should extend to the lower 
side of the roof trusses, or lower if possible 
Partitions or walls, enclosing the boiler room. 
oil room rigging and other storage rooms should 
be of fireproof material with labeled doors at 
the openings. The fire protection usually con- 
sists of an approved standpipe and hose system, 
a supply of water casks with pails, and a special 
fire signal. A few of the latest types are pro- 
tected by an approved dry pipe sprinkler system 
and day and night watchman service. The oc- 
cupancy is usually general merchandise with 
fibre in transit. War material, including small 
arm ammunition, may be included. Automobiles 
enter to unload or load freight. The fire record 
of the unsprinklered non-fireproof piers is far 
from good. Fires have been spread by burning 
objects floating under piers, therefore we rec- 
ommend planking for enclosing sides and ends 
of piers to extend to low water mark. Hazards 
may include immigrant stations with lunch 
counters, gas or coal stoves in workmen’s loung- 
ing rooms, baling waste paper from railroad 
cars, and smoking. Pier fires are usually sévere, 
owing to large areas. If steel work is un- 
protected it will buckle and twist. 


158 Burned to Death in Ohio in 1921 

According to report of Ohio State Fire 
Marshal Dykeman, 184 persons burned to death 
during 1921. This was 12 less than in 1920. 
During December 35 people were burned to 
death and 72 injured. “While we have not all 
the figures for 1921 available,” says Dykeman, 
“we hope to see quite a material reduction on 
the figures of 1920, which gave a fire loss of 
approximately $14,000,000. 

“We shall do more in fire prevention the com- 
ing year than we ever have done before. That 
is the only way to reduce fires. 


Paul L. Woolston, consulting actuary, of 
Denver, is in Oregon examining the Oregon 
Auto Indemnity Exchange, Oregon Casualty 
and Surety Company and the Oregon Fire Re- 
lief Association for the State of Oregon. These 
examinations will be brought down to include 
the condition of these companies on December 


31, 1921. 
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‘‘Keep Southern Money at Home’’ 


YOUNG MAN: If you are already successful but looking for 
larger opportunities, Investigate the Field, Policy Contracts, 
and Commissions of ‘“‘The Best Company In Dixie’ and We 
Will Grow Together. 


E. C. HINDS, President 


(tton States 
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WANTED: PRODUCERS OF GOOD BUSINESS IN 
INDIANA, KENTUCKY, ARKANSAS, ALABAMA, 


FLORIDA AND GEORGIA. 





LIBERAL COMMISSIONS AND UP-TO-DATE POLICIES 





Address C. D. RENICK, President 


INDIANA NATIONAL LIFE INSURANCE COMPANY 


INDIANAPOLIS, INDIANA 






THE GUARANTY LIFE INS.C0, 


DAVENPORT, IA. 





New Policy Contracts 
Excellent Territory Open 
Representatives Wanted 


L. J. DOUGHERTY, Sec’y and Mgr, 











GEORGE WASHINGTON LIFE INSURANCECO, 


Charleston, West Virginia 


We have attractive Agency openings in the State 
of Tennessee. If you are in earnest, address: 


D. P. WADE, STATE MANAGER 
JOHNSON CITY, TENN. 








WANTED 


A man with Executive and Salesmanship ability; pref- 
erably one who has had Teaching or Life Insurance ex- 
perience, or a College Education, to become local Manager for 
the Educational Department of a large corporation that is 
to sell the public a contract guaranteeing the School and 
College Education of Young America. 

At present the following States: Pa., Ohio, IIl., Mo., Minn., 
Ark., Okla., Texas, and Kansas. 


Write— 
W. FRANK SMITH, Manager 
3719 Washington Ave., St. Louis, Mo. 











THE SECOND SUPPLEMENT TO THE HANDY GUIDE, 1921 


The second supplement to The Handy Guide to Premium Rates, Appli- 
cations and Policies, 1921 edition, has been issued by The Spectator Com- 
pany. This supplement contains new policy forms and premium rates, and 
annuity rates of prominent companies, and brings The Handy Guide fully 
up to date. 


Copies of this supplement will be supplied to those subscribers to The 
Handy Guide.whose names appear on The Spectator Company’s book, at 
35 cents each, while the price to non-subscribers will be 50 cents, The three 
supplements to the 1921 edition of The Handy Guide will be furnished to 
subscribers to that book for $1. The Handy Guide, with the first two sup- 
plements bound in, will be furnished for $4.7U for the plain edition, and $5.05 
for the,thumb-indexed edition, sent postpaid on receipt of price, Orders 
should be addressed to 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 








The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from age 3 
months next birthday to 60 years. 

INDUSTRIAL POLICIES are in full immediate benefit from date 
of issue and are up-to-date in every respect. 

ORDINARY POLICIES contaia a valuable TOTAL AND PERMA-~ 
NENT DISABILITY Clause and DOUBLE INDEMNITY features and 
are guaranteed by State endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 
BASIL S. WALSH, President P. J. CUNNINGHAM, Vice-Pres. 
JOSEPH L. DURKIN, Secretary JOHN J. GALLAGHER, Treas. 
Independence Square, Philadelphia, Pa. 

















INCOME INSURANCE 
SPECIALISTS 
Opportunities for Salesmen in 47 States 


Address H. A. LUTHER, 2d Vice=Pres. 


NORTH AMERICAN ACCIDENT INSURANCE (0. 
209 S. LaSalle St., Chicago, Ill, 














to push our five=pointenine policies. 
Excellent Iowa territory and liberal 
contracts for men of goodreputation. 


“THE COMPANY OF CO-OPERATION” 


J. 


THE DES MOINES LIFE & ANNUITY CO. 


A. L. HART, Agency Mgr. 
Home Office—Register Tribune Bldg.—De Moines, Iowa 
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THE OLD LINE 











od = wy N= 7-4 =) | we 


- FOR GOOD MEN 


CBRobbins, Pres. GR Svaboda,. Secy 









Be 
suran 
in th 
foreig 
and ! 
derw! 
ness 
the n 
Unite 
mutu 
of thi 


FII 


Ari 
Fire. 
Atl. 
Atlas 
Aut 
Mfrs.. 
Ban 
Union 
Fac 
eral, , 
Far 
Iowa 
Hor 
Inte 
pointe 
Jeff 
Libe 
Mer 
Mid 
Nati 
anty 1 
Nor 
Uni 
Uni 
Union, 
Wes 
Fire. 


Lane 
Nati 
UzS. 
Nort 
contint 
Nors 


U.S. 


Hom 
pointed 
Unit 
Unit 
Was! 
tual, § 
Hardw: 


Lioyps 
Cent 
pointed 
Cotto 
retired 
Gene 
ceiver ; 
La S 
Ill, ret 
Merc 
Vesant, 
New 
appoint 
Prair 
leceiver 
Wich 
Wichita 


Busin 
with M 
and Bu 

Eurel 
Security 
Security 
Merc! 


Chursday 


ates 


(0. 
lil 














January 12, 1922 


THE SPECTATOR 


Fire Insurance 








—___s= 


New and Retired Fire and Marine Com- 
panies in 1921 


Below will be found lists of fire and marine in- 
surance concerns which were organized or projected 
in the United States during the year 1921, including 
foreign companies entering the United States, stock 
and mutual companies and Lloyds and reciprocal un- 
derwriters’ associations which have retired from busi- 
ness during the past year. It will be observed that 
the new concerns organized, projected or entering the 
United States number eighty-four, against stock, 
mutual, reciprocal and Lloyds retired to the number 


of thirty-three. 


FIRE INSURANCE RETIREMENTS IN 1921 
AMERICAN STOCK COMPANIES 

Arizona Fire, Phoenix, Ariz., reinsured in California 

Fire. : ; 

Atlas National, Sioux Falls, S. D., 

Atlas Assurance and retired. 

Mason City, 


reinsured in 


Automotive, Ta., reinsured in Iowa 


Mfrs., Waterloo. 
Bankers Automobile, 
Union Automobile. 
Factors & Traders, Mobile, Ala, reinsured in Fed- 
eral, Jersey City. 
Farmers Automobile, Sioux City, Ia., reinsured iz 
Iowa Mfrs., Waterloo. 
Horticultural, Des Moines, reinsured in Grain Belt.. 
Rock Rapids, receiver «p- 


Lincoln, Neb., reinsured in 


Inter-State Automobile, 
pointed. 

Jefferson, Philadelphia, liquidated. 

Liberty Marine, New York, liquidated. 

Merchants, Bangor, Me., retired. 

Mid-West, Quincy, IIi., receiver appointed. 
National Trades, Chicago, IIl., reinsured in Guar- 
anty Fire, N. Y. 

North Atlantic Marine, New York, liquidated. 
Union, Bangor, Me., retired. 

Union Fire, Pittsburgh, Pa., absorbed by National 
Union, Pittsburgh. 

Western, Pittsburgh, Pa., 
Fire. 


reinsured in Superior 


ForEIGN COMPANIES 
Lancashire & Cheshire, Liverpool, withdrawn. 
Naticnal Benefit, London, discontinued business in 
UES, 
Norwegian Marine & Transport, Standefjord, dis- 
continued business in U. S. 
Norske Lloyd, Christiania, discontinued business in 
U;.S. 
Mutuat CoMPANIES 
Home Mutual, Auto., Cameron, Mo., receiver ap- 
pointed. 
United Mutual, Houston, Tex., receiver appointed. 
United States Mutual, Auto., N. Y., liquidated. 
Washington Hardware and Implement Dealers Mu 
tual, Spokane, business taken over by Washington 
Hardware and Implement Underwriters, Spokane. 


Lioyps AND ReEcIPROCAL UNDERWRITERS ASSCCIATIONS 
Central Casualty Underwriters, Chicago, receiver at 
pointed. 

Cotton Seed Oil Millers Insurance Bureau, Dallas, 
retired 

General Fire Underwriters, East St. Louis, IIl., re- 
ceiver appointed. 

La Salle Automobile Insurance Association, Ottawa, 
Ill, retired. 

Merchants Undeiwriters, N. Y., reinsured in Stuy- 
vesant, N. Y. 

New Jersey Indemnity Exchange, Newark, receivet 
appointed, 

Prairie State Automobile Association, Duquoin, III., 
leceiver appointed. 

Wichita Great Western Underwriters 
Wichita Falls, receiver appointed. 


Reciprocal, 


CoMPANIES MERGED IN 1921 

Business Mens Mutual Fire, Towanda, Pa., merge 1 
with Merchants Mutual under the title of Merchants 
and Business Mens Mutual. 

Eureka Fire and Marine, Cincinnati, merged wich 
Security Fire, Cincinnati, under the title of Eureka- 
Security Fire and Marine Insurance Company. 

Merchants Mutual Fire, Towanda, Pa., merged with 


Business Mens Mutual under the title of Merchants 
and Business Mens Mutual. 

Security Fire, Cincinnati, merged with Eureka Fire 
and Marine under the title of Eureka-Security Fire an-l 
Marine Insurance Company. 


New aANnp ProjyectepD Stock CoMPANIES 
Name and Location of Company Capit.l 
American Fire Reinsurance, Davenport, Ia... $200,009 


American General Insurance Co., Chicago, Ill. 200,009 
American Standard Fire, Nashville, Tenn.... 100,000 
Asia Pine, Wilmungion, Delis ccccccccsccacce cows 

Bankers Assurance, Boston, Mass...........  ..«e.- 
Central West Fire, Bloomington, Ill......... 200,000 
Chicago F. & M. Ins. Co., Chicago, Ill....... 1,000,000 


Employers Fire Insurance Co., Boston, Mass. 750,000 
Eureka Insurance Company, Philadelphia.... 
Firemens National Fire, St. Paul, Minn...... 


Florida Automobile Ins. Co., Orlando, Fla... 


500,009 
250,009 


Great Western Fire Insurance Co., Chicago.. 400,000 
Hampton Roads F. & M., Norfolk, Va...... 500,000 
Iroquois Fire, Peoria, Il...........sssceee- 100,000 
Eincolw Fite, Syrqeuses Nic Voc. ccscecncdons  \decavs 
Merchants Union Ins. Co., Meridian, Miss... 100,000 
Metropolitan Motor, Cleveland, Ohio........ 500,00 
Mississippi Fire Ins. Co., Jackson, Miss..... 200,000 
Mt. Vernon Fire Ins. Co., Mt. Vernon, N. Y. ...... 
New Jersey Mfrs. Assn. Fire, Trenton...... 200,000 
New York State Fire, Albany, N. Y........ 200,000 
Old Amesican, Little Nock, Ath. cicccecccus- seceus 
Prudential Fire of New Jerseys ci cisicccecas. wsewes 
Robert Morris Fire Ins. Co., Philadelphia.... 200,009 
Service Fire, Columbia, S. C........ Gcosiaies 100,000 
Southwestern Fire, Enid, Oklac.....ccccees coeds 


100,000 
400,000 
400,00 
200,00 


Standard American Fire, Chicago, Ill...... 
Union Hispano Americana F. & M., New York 
Universal Insurance Co., Newark, N. J...... 
United Merchants, Jersey City, N. J........ 
United Real Estate Owners Fire, New York... ...... 
New AND ProyecTeED Mutuat CoMPANIES 
American General Insurance Company, Portland, 
Ore. 

American Insurance Associates, Flint, Mich. 

Associated Dry Goods Mutual, Madison, Wis. 

Associated Merchants Mutual, Boston, Mass. 

Automotive Industries Mutual Motor Insurance Assc- 
ciation, Detroit, Mich. 

Baldwin Mutual, Loxley, Ala. 

Bankers Mutual Automobile, Fort Wayne, Ind. 

Bay State Mutual Fire, Lawrence, Mass. 

Central Mutual Auto, Detroit, Mich. 

Citizens Mutual Fire of Michigan, Mendon, Mich. 

Cloverland Farmers Mutual Rodded Fire, Hancock, 
Mich. 

Commercial Mutual, Greeley, Colo. 

Copper Country Mutual Fire, Calumet, Mich. 

Deposit Mutual Fire, Rural Valley, Pa. 

Detroit Mutual Automobile, Detroit, Mich. 

Farmers & Merchants Mutual Windstorm of Michr- 
gan. 

Farmers Pioneer Fire Insurance Company, Salt Lake 
City, Utah. 

Florida Mutual Automobile, Melbourne, Fla. 

Globe Mutual, Fort Worth, Tex. 

Grand Mutual Fire Insurance 
Moines, la. 

Harvesters 
Moines, Ia. 

La Salle Mercantile Mutual Fire, Detroit, Mich. 

Liberty Mutual Automobile, Kansas City, Mo. 

Merchants Mutual, Wichita, Kan. 

Mid-West Mutual Insurance 
Sioux Falls, S. D. 

Mid-West Mutual Auto, Detroit, Mich. 

Minnesota Threshermens Mutual, Kankato, Minn. 

Motor Clubs Mutual Automobile Con:- 
pany, Kalamazoo, Mich. 

Mutual Fire and Storm Insurance Association, Bur'- 


Association, Des 


Mutual Insurance Association, Des 


Farmers Association, 


Insurance 


ington, Ia. 
Mutual Eye Insurance Company, Fort Wayne, Ind. 
Phoenix Motor Mutual, Quincy, IIl. 
Preferred Mutual Fire, Dallas, Tex. 
Retail Merchants Mutual, Des Moines, Ia. 
Southern Mutual Fire, Yoakum, Tex. 
State Automobile Mutual Insurance 
Columbus, Ohio. 


Association, 
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State Mutual Fire Insurance Company, Dallas, Tex 
Square Deal Mutual Hail Insurance Company, Iowa. 
Victory Mutual, Detroit, Mich. 


New RECIPROCAL AND INTERINSURANCE 


ASSOCIATIONS 


Lioyps 


California Underwriters Agency, Los Angeles, Cal. 

Epperson Underwriters, Kansas City, Mo. 

Fidelity Lloyds of America, Houston, Tex. 

Growers Automobile Insurance Association, Indian- 
apolis, Ind. 

Interinsurance Exchange of Milwaukee, Milwaukec, 
Wis. 

Preferred Automobile 
Rapids, Mich. 

Security Automobile Insurance Association, Indian- 
apolis, Ind. 

State Mutual Insurance Exchange, St. Paul, Minn. 

United Lloyds, Chicago, Ill. 

Universal Lloyds Underwriters, Indianapolis, Ind. 


Insurance Exchange, Grand 


ForeIGN COMPANIES ENTERING OR TO ENTER THE 
Unitep STATES 
Ltd., 
S. marine managers. 
Cuban National Insurance Company 
Compania Nacional De Havana, 
Kester, Frothergill & Hartung, U. S. managers. 
Osaka Marine & Fire Insurance Company, Osaka. 
fallard, U. S. 
Prudential Assurance, London. 


Atlantica Insurance Company, Gothenburg: 


Carr & Co., U. 
(La Cubana 


Seguros). Cuba; 


Japan; Sumner manager. 


Peninsular Fire Situation 
Commissioner of Insurance L. T. Hands of 
Michigan has been appointed custodian and 
Peninsular Fire of Grand 
Reports of reinsurance have 


manager of the 
Mich. 


heen denied. 


Rapids, 


Stearns & Montague to Continue 
Messrs. Stearns and Montague of 44-48 
Cedar street, New York, have announced that 
they are not ‘oining the firm of Slosson & Smyth 
with H. N. Eyre, but will continue their busi- 

ness under the name of Stearns & Montague. 





Kansas City Agents Elect 
Leslie C. Gray, member of the local agency of 
Bales, Hogsett & Gray, was elected president 
of the City Fire Insurance Agents 
Association. 


Kansas 


C. D. Hull is Dead 
C. DuBois Hull, well known in New York 
insurance circles, and for many years with 
Frank & DuBois, died this week. 





State Rating Bill in Mississippi 

A bili to provide for State-made fire and 
tornado rates has been introduced in the Mis- 
sissippi Legislature. 
annual meeting the San Antonio 
Insurance Exchange elected R. H. 
Hugo, president; T. C. Baker, vice-president 
and F. F. Rudolph, secretary-treasurer. The 
officers are to serve during the year of 1922. 

The agents of the Ohio Farmers of LeRoy 
will meet at the home office January 17 and 18. 
A number of addresses will be made by officers 
of the company and B. W. Gearheart, super- 
intendent of Ohio, and by James V. Barry, 
fourth vice-president of the Metropolitan Life 
Insurance Company. 


At its 
(Texas) 


—The Union and the Merchants, both of Bangor, 
Me., have been liquidated because of the unfavorable 
conditions in marine insurance. 
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HOW MUCH WILL IT COST? 


“How much will it cost?” sooner or later interrupts every selling talk. Life Insurance Agents who can show the low net 
premium deposits of Union Central insurance need not evade this question. Estimates of future cost are best based on past 
performance. Union Central history is full of enviable records demonstrating that our policyholders have benefited over a 
long period of years on account of Union Central Low Net Cost. 

A policy which covers the entire period of the Company’s existence recently became a claim. The exhibit below shows how 
liberal dividends made possible a most remarkable return to this insured, 


Policy No. 11. Amount: $2,000. Age: 22. Period covered: Entire Amount of Policy 
Company history, 1867-1921 Additions purchased with $341.83 Dividends 
Premium $83.90. Plan: 10-Payment Life Dividends taken in Cash 
$839.00 Total Cash received by Policyholder and Beneficiary $2,993.86 


Total Gross Premiums i : 
Total Dividends 1,065.30 Premium Deposits (less $166.61 Dividends applied)......... 672.39 


Excess of Dividends over Premiums $226.30 Excess Receipts aver Deposits. <....:<6iseeiesceesy selene $2,321.47 


A booklet further describing this interesting policy will be sent on request. For further information address 


The Union Central Life Insurance Company 
CINCINNATI, OHIO 

















LIBERAL CONTRACTS FOR AGENTS WITH 


TWO-REPUBLICS LIFE 


The Two-Republics Life Insurance Company of El Paso, Texas, welcomes 
new agents who join its forces whose desire it is to make a connection with 
a clean, progressive, and rapidly growing company. 


The Company’s contracts are liberal and its sub-standard facilities enable 
its agency force to do away with wasted effort and lost motion in the volume 


produced. 





Territory open in Texas, New Mexico, Arizona and Arkansas. 


FOR FURTHER INFORMATION WRITE THE HOME OFFICE 


TWO-REPUBLICS LIFE INSURANCE COMPANY 


EL PASO, TEXAS 
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ASSURANCE OF LIFE 


Modern Life Insurance Really Life 
Assurance 


A VERITABLE LIFE-BOAT 
For the Surf That Ever Pounds on the 
Rocks of Death 


“Did you ever happen to think that the 
English practice of calling life insurance as- 
surance expresses the correct meaning of mod- 
ern life insurance ?” asked the thoughtful agent 
in the corner of the agency office, who always 
lets out a meaning mouthful when he talks, 
“Life assurance, that is today what life insur- 
ance means. That, to explain what I mean, is 
aman is insured for the amount stated on the 
paper for which he pays premiums, but not 
incidentally by any means, he is assured of a 
longer life than if he wasn’t insfred. 

“Now in the first place,” went on the thought- 
ful agent, “worry for the future is responsible 
for the beginnings of ill-health and disease. 
You know the old adage, ‘Worry killed that cat,’ 
and ‘A cat has nine lives,’ as the saying goes. 
And we don’t need doctors to tell us that if we 
can prevent the beginnings of disease, we live 
right on and on, unless, of course, a reckless 
chauffeur is employed by the Ancient Scythe- 
carrier. 

“You will be told by actuaries that holders of 
annuities live longer than other folks that are 
on the books of a company. Of course they 
live longer. Give an aged man a sure income 
and no anxiety for the future and the grave- 
diggers shovel rots to dust with rust. Then 
think how the aged annuitant is coddled by his 
folks! That is, say, if he lives with a stingy 
son-in-law. Nothing is too good for the old 
gentleman. He pays more than his own way. 
When he dies, a portion of the family income 
is cut off. You close the window when the old 
man feels the draft; you make sure he wears 
his muffler down the street; if he has a sore 
throat you instantly call the doctor. To buy 
an annuity is to buy a blazed trail for long life. 
And annuities are one of the commodities in- 
cluded in life assurance. We can call an annuity 
an assurance against death, or, say, quarterly 
pills for great longevity. 


Cuttinc Down Deatu Rates 
“But there are many other ways that modern 
life insurance is life assurance,’ continued the 
thoughtful agent. “It is big money in the 
vaults of the companies if they can cut down the 
death rate. Millions and millions saved, which 
are distributed to the policyholders, by shooing 


away the Rider of the White Horse. Look at 
the figures! Modern life companies do fight 
off the ancient rider. 

“Take the great industrial 
Trained nurses for sick policyholders, 
medical advice, and, indeed, all kinds of plans 
for keeping the policyholder in good health. 
But that feature of life assurance is only in 
its infancy. When millions of money can be 
saved by keeping folks in good health you can 
be certain that the future has in store things 
for policyholders, things that make what is 


companies ! 
free 


being done at present merely hints of what will 
be done. When you open a ledger account on 
the books of a life company, loss from sickness 
and death on one side, and gain from health and 
life on the other, it pays in millions to create 
sanitariums, research bureaus against tubercu- 
losis and cancer and all the rest. [Free medical 
attention, trained nurses, hygienic advice, in- 
structions as to proper clothjng, healthful food, 
and so on quite indefinitely. 

“Why, look!” exclaimed the speaker. “Sup- 
pose, for instance, it were possible for a con- 
scienceless concern to put upon the market a 
food that was really poisonous! Suppose one 
of the great insurance companies lost a hundred 
or more policyholders because of the poisonous 
food! How long do you think that food would 
be upon the market? And the seller? How 
long before they would crawl into the darkest 
corner somewhere? Oh, yes, a modern policy 
is life assurance, all right! 

\ Power AcatNst DEATH 

“And we can believe that the modern ‘pure 
food laws,’ the labelling of canned foods with 
a correct designation of their the 
checks put upon the selling of poisons in drug 
stores, the sanitary tenement construction regu- 
lations, and all the modern trenches of warfare 
against the greatest enemy of mankind were 
in a great measure dug by life assurance com- 
panies. The combined opinion of the experts 
of these concerns do more in this battle than 
any other agency whatever or all other agencies 


contents, 


combined. 

“Then think of the aggregate effect of a 
thing which is seldom considered!” continued 
the thoughtful agent. ‘A considerable propor- 
tion of applicants for insurance are turned 
down by the medical examiners. Albumin is 
found, or an undue blood pressure, or, perhaps, 
incipient consumption. Previously the person 
rejected has believed he was in good health. 
What does a man do when he is rejected? 
Nine times out of ten he is frightened. He puts 
himself in the hands of his family doctor. And 
probably in countless cases the rejected appli- 
cant will live many years longer than if his 
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physical condition had not been scientifically 
investigated. So even in the case of rejected 
applicants for insurance, the mere act of apply- 
ing for a policy has been life assurance for the 
declined himself. 

“We know that this is so. Not infrequently 
the person who is declined does take medical 
advice, puts himself on a diet, begins out-door 
later traces of 
disease have gone and he is accepted by a com- 
pany. Of those who do not so apply again we 
have no record, but there must be many to 
whom the examination has brought good health, 


exercise, and a year or so 


just as there must be a multitude whose condi- 
tion is such that no company would ever take 
them, but for whom a knowledge of their con- 
dition has caused such attention and care that 
they live far longer than without the fright 
So, I repeat, and I 
haven’t happened to see the matter commented 


brought by the rejection. 


upon, even in the case of the rejected appli- 
cant life insurance has verified its title of life 
assurance. 

“T have spoken of the increase in longevity 
in the case of annuitants, largely due, we can 
believe, to no anxiety for the future. But if 
worry kills the cat, we can believe that the lack 
of worry adds amazingly to the longevity of 
family men who carry a fair amount of insur- 
arice. 

“Consider an extreme case. 
man has taken twenty payment policies in early 
life and at middle age the policies are paid-up 
Then suppose his business goes to pot. There is 
If the gob- 
lins get him, his wife and kids are provided 
for! That’s something, and the whale of a 
something. He is in a very different position 
than if he had no insurance. And even if his 
insurance is not paid-up, his worry for the fu- 
ture is far less because of those sheets of paper 
which are a bulwark at this time of reverses. 

“So,” concluded the thoughtful agent, “in 
all its aspects life insurance always lives up to 
its entitlement as assurance against death and 
as assurance of greater length of life for the 
assured.” 

Our friend, the thoughtful agent, touched in 
his talk but on the fringe of what modern life 
insurance means, when thought of as life as- 
surance. In the future more and more advice 
will be sought from life company officials by 
those who are powerful in state and govern- 
ment for increasing the length of days of every- 
body. Companies are keeping the ledger ac- 
count between. death and life of its policyhold- 
ers, and in the future vast life insurance 
mechanism will provide means for the health of 
its policyholders in ways yet but in the imagina- 
tion of company officials. 


Suppose a family 


one great worry he does not have. 








































































Yes, life insurance means far more than 
simply payments at the death of the insured. 
It is the only secure life-boat in the surf that 
forever piles on the rocks of death. 


Successful Salesmanship 
By Anprew MM. JEANNETT 


Salesmanship is the ability to make protitable 
sales. It is a valuable possession, because the 
successful salesman can always make a good 
living. Almost anyone can take care of busi- 
ness after it is obtained, but not every man can 
go out and get it, and the man who can will 
always be well paid for his services. 

A real salesman must possess the following 
more important qualifications: perseverance, 
tact, enthusiasm, a good appearance, and a com- 
plete knowledge of what he is selling. Do not 
think that because you are not as clever as some 
other men you will not make a good salesman. 
It is not always the clever salesman who makes 
the most sales; it is usually the man who works 
the hardest. Much of the success in selling 
depends on the number of people you call on. 
Persistence counts for more than _ intellect. 
Keeping everlastingly at it brings greater suc- 
cess than anything else. 

Many clever salesmen do not make a great 
success because they lack this quality of perse- 
verance. Whenever they make a satisfactory 
sale, instead of being spurred on to greater 
achievement, they quit work for the day and 
probably spend the afternoon in a pool room. 
The persistent man is not spoiled by success. 
The more sales he makes, the more he tries to 
make, and for that reason he becomes a greater 
success than the more clever salesman who lacks 
the ability to stick on the job. 

Clever salesmanship and fluency of speech are 
good qualities and will come with experience. 
In the meantime, just plain plugging away is 
bound to produce results. Do not overlook per- 
severance by devoting too much time to any one 
prospect. Some of the time wasted talking to 
one man might be used to see several others. 
A trained salesman soon finds out whether he 
has a chance to sell a man. If there is no 
chance for a sale, he wastes no time on him. A 
salesman who keeps calling on the same man 
again and again in a vain hope of selling him is 
like a hen trying to hatch a china nest-egg. 


An Important Talk 

even a 
man in moderate circumstances dies? Almost 
matters are 


What happens when a rich man or 
at once a number of important 
brought to a head. The inheritance tax requires 
cash. The cost of administration must be paid. 
There are usually debts and probably a number 
of bequests. A very probable shrinkage of as- 
sets is a matter of important consideration, es- 
pecially if any of them must be sold at forced 
sale to bring cash. 


QD 1 


But this has all been covered many times 


before. There is another matter of more than 


linary importance that is commonly over- 





ked. When a man who is paying his income 
in quarterly instalments dies, his estate has 


to pay a tax on twelve months’ income. Con- 
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Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. 


Exclusive, care of The Spectator 


Address 





sider for a moment the significance of this 
statement and bear it in mind in connection 
with the further fact that the income tax paid 
by an individual in any given year is not on 
the income of that year but on the income of 
the preceding year. He still owes the govern- 
ment the tax for the current year or at least 
for as much of the current year as he shall live. 
A representative of the Provident Life & Trust 
Company has worked this point out for use in 
his selling campaign. Here is the illustration 
he uses: 

Suppose a man makes out his income return 
and pays his first quarterly instalment, say in 
March, 1921. What he is really paying is his 
first quarterly instalment of tax on his 1920 
If he dies the day after he pays that 
quarterly instalment in March, 1921, his estate 


income. 


still owes three quarterly instalments on the 
year 1920, and a tax is due upon the income 
earned in the first quarter of 1921. 


“Suppose he lives till June, 1921, and dies the 


day after he has paid his second quarterly in- 
stalment of tax upon his 1920 income. His 
estate still owes two quarterly instalments of 
the tax on his 1920 income, and it also owes 
a tax upon the income earned in the first six 
months of 1921. 

“Again suppose he lives till September, 1921, 
and dies the day after he has paid his third 
quarterly instalment of tax upon his 1920 in- 
come. To be sure, his estate only owes for 
one quarter of the tax on the 1920 income, but 
it also owes for_the tax upon the income earned 
in the first nine months of 192I. 

“The same principle applies if he lives until 
December, 1921, and dies the day after he has 
paid his fourth and last quarterly instalment of 
tax upon his 1920 income. It is true that he 
has paid the tax upon his 1920 income in full, 
but then his estate owes for the tax not yet 
computed for the year 1921 up to the day of his 
death, practically a full year.” 

This point will be new with practically every 
man solicited and should excellent 
means of getting attention—The Pelican. 


prove an 


Homicides in Memphis 
The record of homicides for the year 1920, as 
presented in Tue Spectator by Dr. Frederick 
L. Hoffman, placed the city of Memphis in the 
unenviable position of being one of the very high 
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cities, so far as the number of homicides per 
100,c00 of population is concerned, among those 
included in the study. Officials of the city are 
making efforts to show that the figures presented 
were too high. According to the figures given 
in THE SpeEcTAToR, there were 103 homicides ia 
the city of Memphis during the year 1920, 
Officials of the city admit only seventy-nine, 
claiming that the other twenty-four occurred 
outside the city limits, but were cared for by 
the Memphis hospitals and reported from there, 
However this may be, the record for Memphis 
will remain very high. A record for the year 
1921 has been prepared by the homicide squad of 
the city, and the claim is made that the figures 
show a reduction from those of former years. 
Memphis has a very large negro population. 





Mr. SUCCESSFUL 
LIFE INSURANCE AGENT 


Do you want to secure a General Agency 
for yourself? If so, read this; it is 


WORTH KNOWING 


A $5,000 policy in the United Life and 
Accident Insurance Company guarantees 
FIRST, that in case of death from any 
cause, $5,000, the face of the policy, will 
be paid. 

SECOND, that in case of death from any 
ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 
THIRD, that in case of death from cer- 
tain SPECIFIED accidents, $15,000, or 
THREE TIMES the face of the Policy, 
will be paid. 

FOURTH, that in case of total disability 
as a result of accidental injury, the Com- 
pany will pay direct to the Insured at the 
rate of $50 PER WEEK, during such 
disability, but not to exceed 52 weeks, 
after which the weekly indemnity will be 
at the rate of $25 PER WEEK through- 
out the period of disability. Can Insur- 
ance do MORE? And WHY should 
any man be satisfied with a policy that 
would do less? 


Annual Premium, Ordinary 

) OS ere Heit: $128.05 
Twenty Payment Life... ..... $167 .10 
Twenty Year Endowment... .$235.10 


United Life and Accident Insurance Co. 
Home Office, United Life Bldg., Concord, N. H. 
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Prompt Service 





The demand for an outlet for excess on Life Insurance 
Policies has been met by 


THE REINSURANCE LIFE COMPANY 
OF AMERICA 


DES MOINES, Iowa. 


REINSURANCE ONLY 


Full Coverage 














PRELIMINARY TERM RESERVE 
List of States Allowing Calculation of 
Reserves on This Basis 


Most of the States in the United States now 
permit the calculation of reserves of life insur- 
ance companies upon some form of preliminary 
term basis. Among the bases used in different 
States are the full preliminary term, the Illinois 
Standard, the New Jersey Standard, or other 
modifications of the full preliminary term. The 
Illinois Standard, however, seems to be the most 
broadly accepted basis for the calculation of 
terminal and mean reserves. These reserve 
bases are not in all cases specifically legalized by 
particular statutes, but are accepted by the in- 
surance departments of various States. 

The Illinois Standard basis is acceptable in all 





Perfect Personal Protection 
The Combined 


Life, Health 


and 


Accident Policy 


Issued only by the ‘ 
Niagara Life 
Insurance Co. 


Protects Both Yourself and Your Dependents 





HOME OFFICE 
Niagara Life Building, Buffalo, N. Y. 


Reliable Live Wire Agents Wanted 


EUGENE TANKE, President 
W. ©. DIXON, Secretary 

















“Cashing” the Present 

lor more than a year the American 
people have been discounting the future. 
The time has arrived when they should 
begin to “cash” the present. There is 
ample evidence to indicate that many of 
the readjustments which we have under- 
gone in the last twelve months have 
practically been completed, and although 
there will inevitably be further readjust- 
ment in other directions, we are rapidly 
succeeding in laying a foundation for the 
revival of business on a sane, sound and 
stable basis.—-Francis H. Sisson, Vice- 
President, Guaranty Trust Company of 
New York. 











except eight of the States, and alterations in the 
laws of some of the exceptional States are under 
consideration. 

The only States where the Illinois Standard 
is not even partly recognized are the six New 
England States, New York and Delaware. The 
agitation in favor of the use of the preliminary 
term system began many years ago, and the 
foregoing list of States in which some plan of 
preliminary term valuation is allowed indicates 
the great progress made by the idea during the 
last quarter of a century. 

Below is a list of States with indications of 
their respective positions as to acceptance of re- 
serves on preliminary term bases: 

Preliminary 


Term Re- 
serve Basis 


Preliminary 
Term Re- 
serve Basi 


STATE Permitted STATE Permitted 
Alabama ...... Yes Montana ...... Yes 
Arizona ....:<+ Yes Nebraska ..... Yes 
Arkansas ..... Yes Nevada ....... Yes 
California ..... Yes New Hampshire No 
Colorado ...... Yes New Jersev.... Yes 
Connecticut ... No New Mexico... Yes 
Delaware ..... No New York..... No 
Dist. of Col... Yes North Carolina. Yes 
Florida ....... Yes North Dakota.. Yes 
GeOreia 2 cae’ Yes CHEN os ncaisas Yes 
i eer Yes Oklahoma ..... Yes 
BGQUO) 6 ccccaevins Yes Oreqot ....... Yes 
THimois. e..c6.. YOS Pennsylvania .. Yes 
Indiana ....... Yes Rhode Island... No 
IOWA wsccecvese SES South Carolina. Yes 
Mansas:.-é.25- MES South Dakota... Yes 
Kentucky ..... Yes Tennessee .... Yes 
Louisiana ..... Yes FORS S cocc ces Yes 
Mame. .....«.. No CR Se dans, “SOS 
Maryland ..... Yes Vermont ..... No 
Massachusetts. . No Virginia ...... Yes 
Michigan ..... Yes Washington ... Yes 
Minnesota .... Yes West Virginia. Yes 
Mississippi ..... Yes Wisconsin .... Yes 
Missouri ...... Yes Wyoming ..... Yes 





A REAL ESTATE STORY 
Foreclosed Mortgage Took All 


By Irvinc Logg 

About a year ago Frank Smith, tired of giv- 
ing one-quarter of his salary to his landlord in 
the form of rent, decided to buy a home. He 
took out his money from the bank, paid down 
$3000 in cash on a nice dwelling in the suburbs 
and arranged for the balance on a five-year 
mortgage for $5000, with interest at 6 per cent. 

He moved into his new home with his wife 
and two little boys and became a commuter. 
One day last fall Frank went to a football game 
in a very light overcoat. A week Jater his 
widow was called upon to meet the interest on 
She didn’t have it. Frank never 
A month later the 
mortgage on the house was foreclosed. Three 
months later, after the sale, the widow received 
$500 of the original $3000, the balance having 
been lost in the foreclosure proceedings, and 
was without a home. If Smith had carried a 
mortgage insurance policy in a good life insur- 
ance company, for which the rates are very 


the mortgage. 
believed in life insurance. 


low, the life insurance company would have 
paid off both interest and principal of the 
mortgage and Frank’s family would be abso- 
lute owners of their own home. 

[Copyright, 1921, by The Spectator Company, New 
York. Companies and general agents desiring to use 
this article, please write to THE Specraror.] 


Thrift Week in California 
SAN Francisco, CAt., Jan. 2—The Northern 
California Life Underwriters Association, 
through its various committees, has planned to 
take an active part in the Y. M. C. A. National 
Thrift Week campaign, January 17 to 24. 
Seventy-five speakers have been engaged to 
address the various civic organizations through- 
out the State. The publicity committee, John P. 
Robinson of the San Francisco office of the 
Equitable of New York, chairman, has pre- 
pared and distributed a quantity of institutional 
life insurance advertising matter, the expense of 
which has been borne by voluntary contributions 
from the membership of the Northern Cali- 

fornia Life Underwriters Association. 


A Difficult Prospect 
Sold by Letter 


The letter was written for P. F. Storrs, Manager 
Confederation Life Association of Canada at 
London, England. Mr. Storrs writes, ‘The after- 
noon I received your letters I sent several to pros- 
pects whom I had been drumming pretty hard 
without result. A reply came from one making 
an appointment. I called and secured his proposal 
for £15,000 ($75,000) at the very first interview.” 





You can open the way to real business—can create 
a keen realization of the value of adequate insur- 
ance and prepare the way for a personal call to 
close the application by letter. More than 400 
salesmen are using Hull’s sales creating letters 
for life, accident, partnership, automobile and fire 
business. An insurance company official writes 
‘Am well pleased with the letters. Shall be able to 
make effective use of them.”” You may have details 
of this letter plan on request—ask for folder 11A. 


WILLIAM S. HULL 
(er SRS 


Madison, Conn. 











A GO GETTER 


Tribute to an Agent by One Who 
Was Sold 


PAID FOR $500,000 IN ONE MONTH 


Has a Good Article to Sell and Sells It 


By NorMAn WALKER 


Vice-President of McMath Printing Co. 


Remember the old time sleight-of-hand per- 
former who announced to his audience: 

“TI use no mustaches or disguises in my work.” 

Reduced to insurance terms, that is the way 
Warren Pilcher, general agent for El Paso 
of the Two-Republics Life Insurance Company 
of El Paso, works. 

Warren saw the inside of a rate book just 
ten months ago. He does not possess a line of 
rapid fire, snappy talk about insurability, 
twenty payment life and “The undertaker may 
catch you tomorrow” with which to awe and, 
incidentally, scare the prospect to death. 

Mr. Pilcher is a modest young man with a 
way with him and a red wheeled automobile. 
The auto has nothing to do with this story. 
3ut the way with him has. That was respon- 
sible for his joining the agency force of the 
Two-Republics and was likewise responsible 
for his having sold and paid for more than 
$500,000 worth of insurance during the ten 
months he has been in the selling end of the 
insurance business. 

And the best of it, from the viewpoint of the 





Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$1,762,818.00 on Deposit with the 
Indiana Insurance Department 


$200,000.00 Surplus Protection to 
Policyholders 


$22,000,000.00 Insurance in _ force 
NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS 


TERRITORY OPEN IN 
INDIANA, OHIO AND ILLINOIS 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company 
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new agent who is just starting in and is con- 
fronted with the difficulties all new agents en- 
counter, is that Pilcher did and is doing nothing 
unusual, remarkable or impossible. He is doing 
just what any young man can do if he will apply 
himself, make and hold friends and realize the 
possibilities surrounding him on all sides. 

Warren Pilcher is neither a prophet nor the 
son of a prophet. Tor this reason he would 
not undertake to tell another life insurance 
salesman how to write $500,000 worth of poli- 
cies. And as I do not know a sub-standard 
risk from a cancellation, far be it from me 
to cook up any recipe for sure-fire selling in 
insurance or any other fields. 

3ut there are certain well defined rules which 
apply to the business of having the prospect 
sign on the dotted line which apply to the in- 
surance business as well as to the printing, 
farming or merchandising business. 





Mr. WarREN PILCHER 


Now, the nubbin of this little sketch, if it 
has any, lies right there. I am not attempting 
to write a canned eulogy of my friend Pilcher. 
They always sound like obituaries prepared in 
advance and marked “For release upon the 
Pilcher is too much of a 
Camel-smoking, two-fisted man 
for me to pull any of this “I knew him when” 
stuff. What I am trying to tell the boys and 
girls who read this sketch is that Pilcher played 
the game according to the rules, ran to first base 
instead of third and scored a run for the home 
And the best part of 
this fact is that what he did can be done by any 
other policy peddler, providing he follows the 
rules as set forth in the rule book of life. 


death of the subject.” 
golf-playing, 


team in the ninth inning. 


SoMETHING Goop TO SELL 

Page one, chapter one, in ‘“Salesmanship Self 
Taught” says you must first have a good article 
before you can sell it. Which brings us to the 
point of telling how Pilcher happened to desert 
a perfectly good profession for another profes- 
It has to do with an alfalfa 

Allen Rodes, president of 
the Two-Republics Life Insurance Company, 
lived on a hum-dinger of a ranch in the Rio 
Grande Valley. The cows and chickens having 
temporarily palled on him one evening last year, 


sion equally good. 
ranch and a flivver. 


he called up his country club friend Pilcher in 


20 


Thursday 


town and announced he was going to flivver in 
with Mrs. Rodes to spend the evening with Mr 
and Mrs. Pilcher. 

Right there is where the plot curdles. In the 
course of a hit-and-run conversation about Hol- 
stein chickens and Plymouth Rock pigs, Rodes 
remarked what a fine future there was in the 
life insurance business right here in EF] Paso, 
In no other business could a man get further 
without preliminary capital than in the insyr. 
ance business. Being a good insurance man first 
and a good insurance president last, Rodes sold 
Pilcher to the extent of having him join up 
with the rapidly growing Two-Republics, 

Did our fair-haired hero start out with a mass 
of statistics and a dog-eared rate book? 

He did not. 

Instead he stepped on his starter and started 
out to talk it over with a few friends with 
whom he had been golfing. 

“Sounds good, come around and see me some 
day soon,” J. W. Kirkpatrick, president of the 
Tri-State Motor Company, said. 

Pilcher went, saw and sold him a $50,000 
policy. 

Harry Hyman, the youngest president of a 
$1,000,000 mercantile corporation in El Paso, 
bought another policy for $100,000 from him, 
There were a few “fives” and then another big 
one. So it went to make the total. 

Out of the army after the late unpleasant- 
ness, just starting life over again and with 
nothing but his future ahead of him, Pilcher 
found himself “sitting pretty’ with an income 
which was as attractive as had any business 
executives of his own age and with the entire 
city as his field and nothing to limit him but 
his own possibilities. 

Out of his brief but intensive insurance ex- 
perience he has worked out a few thumb rules 
which he practices every day rather than 
preaches. One of these is to keep everlastingly 
at it. (Sounds like Ben Franklin). Another 
is never to oversell a prospect, for you are 
converting a good insurance prospect into a poor 
one by overselling him. But best of all is his 
belief that every man has an insurability, and 
every man is a potential prospect. Therefore, 
never overlook a single bet. 

More power to his arm and may he insure 
every man in El Paso so that they will be 
better citizens, better heads of families and 
better men. 

P, S.—He sold me. 


Two Guardian Life Appointments 

Two new agency appointments were af- 
nounced by the Guardian Life Insurance Com- 
pany of America last week. 

L. B. Newton, who as a district manager at 
Fort Smith, Ark., has made an unusually good 
showing in production and organization work, 
will assume charge of the Guardian’s Omaha, 
Neb., agency. 

As manager at Richmond, Va., E. A. Stephens 
assumed his new duties at the first of the year. 
Mr. Stephens is a graduate of William and 
Mary College, and his life insurance experience 
has been gained as a special agent at Norfolk, 


Va. 
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AROUND THE CAPITAL 





Legislation Pending of Interest to 
Insurance Men 


BILL AFFECTING ADVERTISING UP 





priation of $60,908,880 Made for 


Appro 
wd Tax Collections 


WasuincTon, D. C., Jan. 9.—Legislation per- 
mitting advertisers, whether advertising through 
the mails or otherwise, to deposit with post offices 
q sufficient sum to provide for the payment of 
postage on replies has been introduced in Con- 
gress by Representative MacGregor of New 
York. 

Enactment of this legislation was recom- 
mended by Postmaster General Hays in his an- 
nual report, submitted to Congress last month. 
At the present time answers to advertisements 
must be sent through the mails with the postage 
prepaid, although frequently advertisers would 
be willing to bear the cost of the postage them- 
selves aS an inducement to the public to respond 
to their advertisements. 

It is proposed by the Post Office Department 
to permit business men and concerns to deposit 
with their local postmasters funds from which 
could be deducted the postage on letters sent as 
responses to advertisements. A special means 
of identifying such mail would be worked out 
by the department to prevent abuse of this 
privilege. 

Appropriations totaling $60,908,880 are pro- 
vided for the collection of taxes during the 
fiscal year beginning July 1, next, in the Treas- 
uty Department appropriation bill which has 
just been passed by the House of Representa- 
tives. While this is more than $4,000,000 less 
than was estimated would be required by the 
Bureau of Internal Revenue for this purpose, 
it is four and three-quarters million dollars more 
than has been appropriated for the current fiscal 
year, although the revenue to be collected next 
year will be considerably less as a result of the 
repeal of many taxes provided for by the new 
revenue law. 

The expense of assessing and collecting taxes 
during the fiscal year 1923, it is estimated, will 
be $34,400,690, three million dollars more than 
during the present year. This increase is pro- 
vided for in order that the bureau may put a 
lager force upon the work of auditing returns 
and collecting back taxes. At the present time 
these back taxes are being collected at the rate 
of $357,000,000 a year, but it is believed that 
with a larger force these collections can be in- 
creased by $200,000,000. Twelve million dollars 
is set aside, as is done each year, for the refund 
of taxes illegally collected. Enforcement of the 
prohibition act, which also comes under this 
bureau, will cost the country $9,250,000, an in- 
crease of nearly two million dollars over the 
Current appropriation. 

During the fiscal year, for which these appro- 
Piations of $60,908,880 are required, the in- 
ternal tax collections, it is estimated, will amount 
to $2,611,100,000, 
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MUTUAL LIFE AGENCY MEETING 


W. T. Nash Speaks Before Staff of Illinois 
Company 

The Mutual Life of Illinois held a very suc- 
cessful agency meeting December 28 and 29 
at their home office in Springfield, Ill. A ban- 
quet was given on the night of the 28th at the 
Sangamo Club, and a school of instruction fol- 
lowed through Thursday. 

They had as their guest at the banquet W. T. 
Nash of Tue Spectator, who delivered an in- 
teresting address, his subject being “101.” 

The president, H. B. Hill, told of the prog- 
ress of the company and of their plans for 
1922. 

Dr. J. R. Neal, medical director and secretary, 
said the prospects were never brighter than for 
the coming year. 

Addresses were made by M. Kuciemba, Don 
Garrison, Dr. J. W. Scott, G. C. Reckwood, 
C. I. Hites, Judge J. M. Loring and F. M. 
Feffer. Vice-President N. H. Walt acted as 
toastmaster. There were sixty-five agents from 
all parts of the State of Illinois present. 

The B. B. B. Club was formed and a president 
was elected by ballot. The successful candidate 
was Ben P. Johnson. N. H. Walt was elected 
secretary and R. T. Read, J. Ira Cobb and A. M. 
Montonye as a field committee. In order to 
hold membership in the club, $150,000 must be 
produced by each member during 1922. 

In the school of instruction the work from 
the agency standpoint was taken up in detail 
and every man present took an active part. 

James Fairlie, actuary for the company, de- 
livered an address and brought out some very 
interesting points from the actuarial department. 

When this meeting closed, every man present 
was thoroughly satisfied that 1922 was going to 
be the company’s biggest and best year. 

President Hill told the agents that ‘no man 
could do justice to his work unless his living 
conditions were what they should be and his 
family was comfortable and happy.” 

Mr. Hill takes a deep personal interest in the 
home life and general welfare of everyone con- 
nected with the company, and through his in- 
fluence and assistance many of the agents and 
home office employees now have good homes of 
their own which they otherwise would not have 
and which explains the 100 per cent loyalty and 
the real affection all the company’s workers 
have for their president. 


LOS ANGELES LIFE MEN MEET 
C. L. Lewin Elected President—M. M. 
McConaughy Vice-President 


The Life Underwriters Association of Los 
Angeles held its annual meeting in the Pacific 
Mutual auditorium recently. Following the cus- 
tom inaugurated in 1920, the leading producers 
of all the general agencies in the Los Angeles 
territory were the guests of the association. 
This year twenty-nine agencies were represented. 
The officers elected to serve the association dur- 
ing the ensuing year are: C. L..Lewin, presi- 
dent; M. M. McConaughy, first vice-president ; 
G. W. Ayars, second vice-president; S. S. Cofe, 





Hill of San 
Francisco, assistant to the president of the Na- 
tional Association, with jurisdiction over Cali- 
fornia, Arizona and Nevada, was one of the 
guests of honor and principal speakers. 


secretary-treasurer. Arthur J. 


Becomes Cleveland Life Superintendent 

Manrison, Wis., Jan. 9.—C. L. Miller has just 
accepted the position of superintendent of agen- 
cies of the Cleveland Life Insurance Company, 
Cleveland. 

Mr. Miller, a Spanish war veteran, was dis- 
trict manager of the Wisconsin Telephone Com- 
pany, with offices at Madison. He was an active 
worker in all kinds of war work during the 
recent war, and in 1918 became vice-president 
of the Guardian Life Insurance Company, 
where, besides his administrative duties, he per- 
sonally wrote an enormous amount of insurance. 


Provident of Chattanooga Gives Bonus 

The Provident Life and Accident Insurance 
Company of Chattanooga has paid each of its 
employees a bonus of one month’s salary. On 
January 5 the company tendered a banquet to 
the employees. 

In line with its plans for efficiency and better- 
ment of working conditions, it is the practice of 
the officers to meet the heads of all departments 
once each month and discuss details pertaining 
to management of the home office. 


Pleasing Thoughts 
Just twenty years ago to-day 
I took ten thousand twenty-pay., 
And kept it up through thick and thin, 
For living or dead I was sure to win. 


Now my payments are all done, 
Another hard fight has been won; 
My last days will be free of care, 
And I will have more cash to spare. 


To eat my pie and keep it too 

Was. the game I played—so can you; 
My steps now turning toward the west, 
I feel that I have done my best. 





Want, spectre of old age, fades out, 
And in its place a new runabout 
Which I have longed for many years 
Will soon be mine, it so appears. 


Happy the man who this way saves 

And keeps his head above the waves; 

Take a twenty-pay. when young, my friend, 

And your life will have a happy end. 
B.A. Et: 


The most successful producer in the business never 
achieved the realization of his dreams without in- 
telligence coupled with hard work.—The Manhattan 
Life. 








“T could not get along without THe Spectator, it 
being one of the most important insurance journals 
that I read, and I always look forward to the weekly 
copy, which I have received for many years past.”— 
T. W. Bardage, general agent, Union Mutual Life. 
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under our direct 
general agency 
contract. 


Our policies provide for: 


Double Indemnity 
Disability Benefits 
Reducing Premiums 


See the new low Rates. 


JOHN F. ROCHE, 


Vice-President 


The 
Manhattan Life 


Insurance Company 


66 Broadway, New York 
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STUDY A REQUISITE 


Every Agent Must Know Fine Points 
of His Contract 


EARNESTNESS AND ENTHUSIASM 


Much Insurance Lost Because Solicitor 
Lacks Necessary Punch 


Be inquisitive about everything in your busi- 
ness. This means be well informed yourself— 
otherwise you can’t inform others. Also study 

your rate book thoroughly in your leisure 
moments, for even life insurance agents are 
supposed to have some time to themselves. 

Unless you are making an absolutely straight 
canvass, you, Mr. Agent, must study each pros- 
pect’s case before you call upon him. Then you 
must decide what policy to offer him and for 
what figure it is to be written. Put yourself in 
his place and then decide what amount you 
would take if in his shoes. 

An agent who is not well informed as to the 
fine points of his company’s contracts, is certain 
to meet with only half success. He cannot live 
up to the possibilities of the business. So much 
business is lost every month because agents will 
persist in “blundering in” on a prospect, intent 
only on selling a policy instead of supplyirig the 
customer’s insurance needs, or because they are 
more intent on earning a commission than of 
serving a prospect. 

The agent who approaches his task in the 
right way unconsciously assumes the position 
of friend, counselor and advisor, instead of 
being placed merely in the light of the man 
looking for the financial reward involved. 
When once an agent receives the confidence of 
the prospect it means future business not only 
from his own circle but from among the satis- 
fied customer’s friends. 

What is more, an agent must be earnest and 
enthusiastic. He cannot succeed without it. 
Enthusiasm begets many other strong charac- 
teristics which help to make a sale and convince 
the prospect, such as psychic force, a dominant 
will, and an impressive personality. 

But don’t let your enthusiasm run away with 
your brains or your judgment. Harness it for 
practical purposes and govern ii so that it is a 
distinctive force which will aid you to produce 
the business. 

Don’t merely talk insurance but get it. There 
are thousands of dollars’ worth of insurance lost 
every month because the agent does not put 
sufficient punch into his approach or because he 
does not live up to the the opportunity of giv- 
ing a true and complete story of the policy he 
is prepared to sell. But there are millions lost 
yearly because some agents talk too much. 
They do not sense the passage of that invisible 
line where the prospect is convinced and ready 
He has been talked into taking 
The real 


to do business. 
the policy and then talked out again. 
life insurance salesman watches carefully for 
the moment to come when he is safe to “take 
it for granted” that the prospect is sold and is 
ready to sign. 

The salesmanship methods of two agents may 
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differ in everything except in the fundamental, 
but if they are practical men they will both 
know intuitively when the closing point has 
been reached. In other words, while no two 
agents can canvass along exactly the same lines 
the human equation is at work in every inten. 
view, creating and governing its psychology, — 
The Manhattan Life. 


Nashville Underwriters Have Ladies’ Day 

NASHVILLE, TENN., Jan. 10.—The regular 
monthly meeting of the Nashville Underwriters 
Association held last week was observed as 
Ladies’ Day and Miss Janie Cockrill was in 
charge of the program. The chief talks were 
made by Miss Nellie Roach, newly appointed 
city comptroller, and H. B. Alexander. Miss 
Roach, who has been in the insurance business 
for some years, spoke on “Women and Life 
” and Mr. Alexander had as his sub. 
ject “The Outlook for 1922.” 


Insurance, 





Massachusetts Mutual Life 
Insurance Company 


Springfield Massachusetts 


Incorporated 1851 


A company which throughout 
the seventy years of its history 
has ever enjoyed—because of its 
square dealing toward all and its 
long record of low net cost—the 
good will of its policyholders, the 
confidence and esteem of the in- 
suring public, and the loyalty of 


its representatives. 


Joseph C. Behan, Supt. of Agencies 








PROVIDERS LIFE 
ASSURANCE COMPANY 


Home Offices: 1530-32 N. Robey 
Street, Chicago, IIl. 


in its own building. Operating in 
the States of 

ILLINOIS, OHIO, INDIANA, 
MICHIGAN 


Liberal Agency and General Agency 
contracts offered to live wires in 
any of the above States. Commu- 
nieate with us. 
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OMAHA LIFE UNDERWRITERS ELECT 
Robert T. Burns Becomes President, Suc-= 
ceeding Edward J. Phelps 

The following officers for the Omaha Life 
Underwriters Association have been elected: 

President, Robert T. Burns, Northwestern 
Mutual; vice-president, S. W. Townsend, Mu- 
tual Life of New York; treasurer, Charles A. 
Eyre, Provident Life and Trust; secretary, R. 
W. Gentzler, Prairie Life of Omaha; national 
committeeman, If. O. Wilhelm, Northwestern 
National. 

The Omaha Life Underwriters Association 
has increased its membership during 1921 
50 per cent. 





—Examination of the Occidental Life Insurance 
Company, of Albuquerque, N. M., has been completed 
by the States of New Mexico, Colorado, Texas, Kan- 
sas and Arizona. The New Mexico insurance depart- 
ment was represented by Paul L. Woolston, consulting 


actuary, of Denver. 
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E. M. SEARLE, Jr., President 


W. E. McCANDLESS, ViceePres. 
Manager of Agents 
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My intention is to call your attention to a 
thing or two worth retention. Being a keen 
chap, you have already noticed three kinds of 
Let’s mull ’em over a bit. There’s 

A fellow without an intent is cer- 


tention. 

in-tention. 
tainly a poor fish—non compos—useless—he 
wouldn’t even be ornamental as_bric-a-brac. 
Intention implies an objective. It means a 
highway laid out leading somewhere and signs 
along the road indicating the terminus. It 
means a _ well-defined, well-laid-out plan of 
thought and work with specifications, front and 
side elevations, etc., to the minutest detail. It 
means motive as broad as the brain and as 
deep as the heart upon which every constructive 
faculty of the intellect and every radioactive 
sensibility of the soul spurred by the will, en- 
gage to co-operate. Philosophers tell us that 
the moral quality of an act rests in the intention. 
Yes, when there is an element of right or wrong, 
but every act—right, wrong or neutral—is pred- 
That little 
spring is called intent or intention. It’s the 
much-referred-to spring of action. With us life 
underwriters intention stands for and is back of 
A young man starting in this 


icated on an impulse or spring. 


many things. 
great business charts his course something like 
this: I intend to work; I intend to be honest— 
give every man a square deal; I intend to be 
cheerful; I intend to improve—to emulate my- 
self; I intend to be polite; I intend to over- 
come obstacles; I intend to be a gentleman 
everywhere; I intend to succeed, and so on. 
Well, bully for you, buddy! That’s the kind of 
recruits we veterans salute. 

Then there is attention. Think of concen- 
This employs the best of all teachers— 
experience. Every day starts something, every 
hour brings its lesson. Mark Hopkins is on the 
other end of the log with his precept and the 
Every nerve like nitrate of 


tration. 


field crystallizes it. 
silver is alert to get the light. The ear is not 
dead to proper development because the mind 
is otherwise engaged. The eye is not asleep 
when something worth while enters its horizon; 
nor the hand paralyzed when a delicate touch 


becomes necessary to determine the wisest 
course. So with all the receptive faculties. 
They must he alert, keen, focused, super- 





sensitive, concentrated; then attention gets in its 
perfect photography. 

Now listen, son; I invite your attention to de- 
tails, your plan of work, your reasons for suc- 


cess and failure, your friends, your policy- 
holders as fast as you get them, your approaches,. 
your appointments, your -health, your reading, 
your associates and a thousand more all im- 
portant, if your intention is success. The stars 
in the firmament of life underwriting who shine 
with such brilliancy to-day are those who have 
not failed to give constant, earnest, acute atiei- 


tion to every detail bearing upon the check fer 


the first annual premium. 

Lastly we have retention. And I think of 
safety vaults, treasure chests, 
money saved, etc. But no, I go still farther 
and, touch one of the greatest gifts ever be- 
stowed on man by the Creator—memory. Of 
what value is the best of intentions and the 


storehouses, 





A GENERAL AGENCY 
contract with a good life 
insurance company is a 
valuabie franchise, more 
valuable now than ever 
before. 


THE FRANKLIN LIFE 
is a GOOD life insurance 
company and has a few 
of these valuable fran= 
cHises to bestow upon 
worthy men. 


Address 


HOME OFFICE 
Springfield, I1l. 




















BEN H. BERKSHIRE, President 


A New “Ordinary Life Select” Policy 


Issued by the 





The Company Will Pay 


For Natural Death.................... $10,000.00 For Accidental Death....... $20,000.00 
For Total and Permanent Disability, a monthly income to the Insured of........... 200.00 
For Major Surgical Operations (Maximum)...............0.ccccccccccceaccceces 200.00 
For Loss of Right Arm above Elbow or Loss of Either Leg above the Knee... 5,000.00 
For Loss of Right Arm below Elbow or Left Arm above Elbow............ 3,000.00 
For Loss of Either Leg below the Knee.................. 0. ccc cece ec ecee 2,500,00 
For Loss of Left Arm below Elbow or Loss Entire Sight Either Eye................... 2,000.00 


NOTE—Payments made for disability benefits, loss of limbs or surgical affections, do not deduct from the amount payable at death. 
P. R. SCHWEICH, Sec’y and Supt. of Agencies 





LIFE INSURANCE COMPANY 


KANSAS CITY, MISSOURI 
ASSUME YOU CARRY $10,000.00 
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keenest of attentions if one doesn’t remember? 
Remember his teaching—his experience. Les- 
sons learned must be retained or they are worth- 
less. I remember many years ago, when I was 
a public school teacher, working a long time to 
teach a young girl the definition of a prime 
number. Finally she got it, as she averred “/ 
could give that definition while falling down 
stairs.’ Twenty years afterward, while on a 
gangplank among a great crowd of people get- 
ting off a steamer, I bumped into this same 
girl, now grown to womanhood, coming aboard. 
“Excuse me! Why, Mamie! here! 
What's a prime number?” Without an in- 
stant’s hesitation she gave me the correct answer. 
That’s retention. It was said of Macaulay, the 
great English statesman and author, that he 
could read a dozen pages of any book once and 
afterwards repeat them verbatim from memory. 
Great! My, yes! Well then, hoys, what are 
we going to do? J know. We are going to 
retain, nail down, anchor, cinch every lesson we 


You 


have learned, every experience we have had, so 
that we can increase our working capital a 
thousand per cent. We are going to remember 
faces, names, conditions, rates, family affairs, 
business connections, hobbies, physical impair- 
ments and many other details that bear directly 
upon our work, so we won't flinch or weaken 
under peculiar strains or fall down when we 
ought to stand firm. We are not going to say, 
“Why, my memory doesn’t serve me—sorry!” 
No, sir! get that re-tention well in hand, my 
son, and soon some one will say of you, “My 
word, but that boy is a walking Britannica!’ So 


mote it be. S..0; Trcizes: 
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VOLUNTEER STATE LIFE SOUTH 
TEXAS AGENCY 


New Year Changes Announced by Vice= 
President Morton 


Minor Morton, vice-president and 
manager of the Volunteer State Life of Chatta- 
nooga, announces a reorganization of the com- 
pany’s South Texas agency. 

J. M. Minton, who for the past two years has 
been superintendent of agents for the company 
at its branch office in Houston, has been made 
manager and will continue to have headquarters 
at Houston. 

Clifford G. Hall, who has been a special agent 
for the same length of time at Port Arthur, has 
been put in charge of the extreme southern sec- 
tion of the State, of which he will be manager, 
with headquarters at Port Arthur. 

Both Messrs. Minton and Hall were agents 
under the late W. R. Ellis, who for nine years 
was the company’s manager at Houston. 

Miss Mabel V. Allebach, many 
cashier at Houston, will continue in this capac- 
ity, looking after the company’s renewal inter- 


agency 


for years 


ests. Business for both the Houston and Port 
Arthur offices will be cleared through the branch 
office at Houston, which will be continued under 


Miss Allebach. 


Monthly Income for One to Four Years 


The Prudential Company of 
America, Newark, has met a long-felt want in 


Insurance 


the realm of the monthly income insurance in a 
series of new policies in which the face amount 
of the policy is payable monthly for one year, 


Thursday 


two years, three years or four years, in unity 
of $100, $50, $30 and $25 respectively, 

The issue of these new policies wil] Satisfac. 
torily meet the demand for a | 
the beneficiary during a_ shorter Period than 
customary. 

A feature differing from the regular’ monthly 
income policies issued by the Prudential is that 
when these policies provide for a disability jp. 
come, the amount of the disability income is $10 
per month for each $1000 of the commuted 
value. This differs from the 5-, 10-, 15- and 29. 
year monthly income policies, in which the dis- 
ability income is of the same amount as the 
income payable at death or maturity, 


Equitable of Iowa Agents Convene | 
Des Mornes, IJa., Jan. 10.—General agents 
for the Equitable Life of Iowa held a. two: 
day session at the Hotel Fort Des Moines 
Friday and Saturday. Salesmanship and selec. 
tion of risks were the topics of discussion in the 
main. There is an especial interest in the latter 
topic when policyholders are so frequently ask. 
ing for an extension of payments due to the 
business depression. The Equitable officials are 
very proud of their record of keeping 70 per 
cent of the business written since the company 
was organized still on the books. 


George Roberts Tyner, who has been con: 
nected with the San Francisco office of the 
Pacific Mutual Life Insurance Company since 
1906, has been appointed manager, succeeding 
the late General Agent John M. Kilgarif, the 
last surviving member of the old firm of Ki- 
garif & Beaver. 
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1922 will be a Big Year for 
Guardian Agents | 


_ New features of Agency co-operation and policy 
improvements equip Guardian field men for unsur- 
passed production. 


1. Educational 
original Agents’ Training Course for new and 


Course—A coimplete and 


arger income to’ 


4 


4 


old agents. 

2. Advertising Helps—In addition to a suc- 
cessfully established PROSPECT BUREAU, 
the Company now furnishes its representatives 
a wide variety of advertising novelties on the 
merit basis. 

3. New Policy Forms—Increasing the sala- 
bility of our contracts. 

4. Sweeping Liberalization of Disability and 
Double Indemnity Provisions—Double Indem- 
nity will be issued for the entire life of the 
policy contract. Total Disability will be pre- 
sumed to be permanent when it has existed 
continuously for three months, irrespective of 
its cause. 

For information regarding the opportunities in our agency 
force, address: 


T. Louis HANSEN, or GEORGE L. HUNT, 
Vice-President Supt. of Agenctes 


The Guardian Life Insurance Company 


OF AMERICA 
Established 1860 under the I.aws o' the State of New York 


Home Office 50 Union Square, New York 


— 


CENTRAL 
LIFE 


ART NO NA R E MU SE SNA 


Insurance Co. 


INDIANAPOLIS, IND. 











Established 1899 





HERBERT M. WOOLLEN 


PRESIDENT 
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J, EVERETT HICKS AGENTS’ MEETING 


F, W. Ganse and Earl G. Manning Principal 
Speakers 

Franklin W. Ganse, president of the Boston 
Life Underwriters Association, and Earl G. 
Manning of the Provident Life and Trust Com- 
pany were the principal speakers at a meeting 
of the J. Everett Hicks Agency of the Union 
Mutual Life Insurance Company, Portland, Me., 
in Boston. Mr. Hicks is Massachusetts State 
manager for the company. The meeting occu- 
pied an entire day and included a luncheon, and 
in the evening a banquet at the Boston City 
Club. A number of the company’s general 
agents attended the sessions and several of 
them spoke to the topics selected. 

The first subject was “Individual Quotas to 
Stimulate Personal Production.” Roger M. H. 
Willcox spoke to this topic. “Income Engineer- 
ing” was the subject of Mr. Manning’s address, 
and the talk proved to be more than ordinarily 
instructive. Franklin W. Ganse took for his 
topic “Diagnosis and Prescription.” In the 
afternoon Mr. Hicks covered the subject of 
‘Determining an Adequate Life Insurance Es- 
tate,” and William Durbrow, manager at New 
York, discussed the same subject. 
Income Insurance” was discussed by Arthur W. 
Dudley, and to close the program, Sylvan B. 
Phillips, secretary of the Union Mutual, spoke 
upon “Agency Problems.” 

The following managers of the Union Mutual 
attended the meeting: Walter G. Joseph, Mon- 
treal; W. C. Kenicott, Chicago; Frederick 
Tucner, Philadelphia; George M. Mash, 
Nashua, N. H.; Frederick DeGraff, Schenec- 
tady; William Durbrow, New York. 


William Horley Joins National Reserve as 
Vice-President 

Topeka, Kan., Jan. 8—William Horley, for 
the past five years State manager for the Mid- 
West Life Insurance Company of Lincoln, Neb., 
has resigned to become a vice-president of the 
National Reserve Life of Topeka. Mr. Horley 
has been connected with the Mid-West for 
eleven years and came to Topeka some years 
ago as the State manager. He has been very 
active in civic affairs, while handling an active 
insurance business at the same time. The Na- 
tional Reserve Life-is only a year old, but has 
enjoyed an unusually fine business during the 
formative period. 


Proceedings of Life Presidents Issued 

The book of 214 pages containing the pro- 
ceedings of the fifteenth annual meeting of the 
Association of Life Insurance Presidents was 
teceived on December 30. As the meeting men- 
tioned was held on December 8 and 9, 1921, it is 
a pleasure to note this prompt issuance of the 
Proceedings, which is in agreeable contrast, in 
point of promptness, with the long-delayed pub- 
lication of numerous State insurance reports, 
teferred to last week. 


“Monthly - 


Kansas Group Policies 


Two big Kansas firms have just closed con- 
tracts for group insurance for all of their 
employees, to begin with the new year. The 
Crosby Brothers Company of Topeka, one of 
the large department stores, has purchased in- 
surance for its employees ranging from five 
hundred dollars for the employees who have 
been with the store a year and graduated at the 
rate of two hundred dollars a year increase until 
the maximum of three thousand dollars is 
reached. 

The Price Auto Service Company of Wichita 
has purchased one hundred thousand dollars of 
insurance for its employees. 


Bonus for Volunteer State Life Employees 


Employees of the Volunteer State Life of 
Chattanooga received on Christmas Eve a bonus, 
which varied in individual cases according to 
the length of time the employee has been in the 
company’s service. Those who had been con- 
nected with the company for more than a year 
received a 30 per cent bonus. 


Western Life Recovering Records from Fire 

Des Mornes, IA., Jan. 10.—The Western Life 
Insurance Company is doing its best to recover 
its property from the ruins of the fire which 
destroyed its building Christmas Eve. It has 
salvaged its master cards and master records, its 
personal policy card files and accounting books 
from the ruins, but duplicate records and big 
quantities of correspondence are buried beneath 
wreckage and ice. The original applications, the 
impairment cards and some of the reinsurance 
records are not recovered as yet, but it is hoped 
that these secondary records will for the most 
part be found uninjured. Senator Jamison, 
president of the Western Life, stated that he 
expected to file his report on time without omis- 
sion of any important facts. 


Thomas Watters Joins Law Firm 


Thomas Watters, former Deputy State Com- 
missioner, who is now attorney for a _ half 
dozen big insurance companies, has been made 
a member of the law firm of Parrish, Cohen, 
Guthrie & Watters. The associates of Mr. 
Watters are among the prominent attorneys of 
Des Moines, and Mr. Watters has long been 
prominent in insurance affairs. 











Legal Department. 


saving service? 











Your Company Investments 


in farm mortgages are profitable in proportion to your percentage 
of expense in handling them. 


Investigations, correspondence, and re-examination of ab- 
stracts, impose a heavy burden of time and money on your 


Although the cost be distributed among many cases, the fact re- 
mains that this unnecessary expense makes a considerable inroad 
on the return from the investment. 


OUR TITLE INSURANCE POLICIES 


on 


FARM MORTGAGE LOANS 


increase your income by relieving you of the greater part, sometimes all o 
this outlay, affording you better protection with no added expense. 


WE INSURE TITLES ANYWHERE IN 
THE UNITED STATES 


Many Eastern and Middle Western insurance companies are among our en- 
thusiastic clients. May we send you full particulars of this time and money 
Ask for our special booklet ‘‘S’’. 


NEW YORK TITLE AND MORTGAGE Co. 
135 BROADWAY, NEW YORK 


Capital, Surplus and 
Undivided Profits over 





$5,000,000.00 
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IT RAINED DUCK 

SOUP AND HE WAS 

THERE WITH A 
BUCKET 





Applying it to the status of a Lineoln Life agent it means 
that he is always prepared and equipped to get the business. 


He is prepared by special Home Office training and by careful 
field supervision to systematically solicit the business. He is 
equipped by up-to-the-minute policies. He is backed by Home 
Office service, which accepts the risk on practically every appli- 
cation he sends in and which shoots his policies back to him, 
ready for delivery, in record-breaking time. 


Because Lincoln Life salesmen are always in position to take 
care of the business, it pays to 


(LINK uP ()wire THE ) )LINCOLN) 


The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character” 


Lincoln Life Building 














Fort Wayne, Indiana 


Now More Than $195.000,000 in Force 


Improved Disability Provision 


Claim may be made as soon as disability occurs—no 
probationary period. 


Payments begin immediately on approval of claim 
—no probationary period. 


Monthly payments, lifelong, conditioned on per. 
manence of disability. 


Immediate waiver of future premiums—no wait. 
ing until next anniversary. 


Full amount of insurance paid when insured dies, 
without deduction for disability payments or for pre. 
miums waived. 


This new disability provision brings the service of 
America’s oldest legal reserve life insurance company 
still closer to the needs of the insuring public. 


For terms to producing Agents address 


The Mutual Life Insurance Co. 
of New York 


34 Nassau Street, New York 

















THE FORT WORTH LIFE 


wants more 
Producing Agents 


in Texas 


Look up its record of 15 years’ successful 
operation, then write the Home Offfice at 


Fort Worth, Texas 


for a LIBERAL CONTRACT 

to write ATTRACTIVE POLICIES 
at REASONABLE RATES 

in PROSPEROUS TEXAS 














Don’t Delay Decide Today 


GENERAL AGENTS 
WANTED 


If you mean 
Business 


If you can do 
Business 


Write to me— 


JACKSON MALONEY 


Manager of Agencies 


ZRPOXTAHE BAB Ze 
re S2rede wd woes 


PHILADELPHIA LIFE INSURANCE COMPANY 


i11 NORTH BROAD STREET 
PHILADELPHIA, PA. 
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COMPANY CONVENTION 


Western and Southern Life Agents 
Meet at Cincinnati 


SESSIONS LAST TWO DAYS 
Substantial Gain to Normal Conditions Pre- 
dicted by Speakers 
CINCINNATI, OuI0, Jan. 8.—Predictions that 
1922 will see a substantial gain in return to 
normal conditions in industrial, commercial, 
financial and political affairs, domestic as well as 
national, were made during the dinner tendered 
delegates to the annual convention of field rep- 
resentatives of the Western and Southern Life 
Insurance Company in the dining room at the 
main office of the organization, Fourth and 

sroadway, last week. 

The two-day convention, entirely devoted to 
“shop talk” dealing with every phase of the in- 
surance business, was said to have been the 
most interesting ever conducted by the com- 
pany. Delegates from all parts of the nation 
attended, and at an open forum conducted yes- 
terday morning angles of insurance as presented 
hy persons in the various sections of the coun- 
try were presented for discussion. 

At the morning session addresses were made 
by S. E. Stillwell, actuary; John F. Ruehlman, 
vice-president; H. T. Head, assistant secretary, 
and Clyde J. Johnson, vice-president. Speakers 
emphasized the fact that the pendulum of busi- 
ness depression has swung as far outward as it 
could, and now was swinging back toward better 
times. 

Group meetings of the various branches of 
the business were held. Presiding over these 
meetings were Lewis Stentz, M. D. Schreiber 
and S. H. Smith, superintendent of agencies. 

At the dinner which closed the convention, a 
spirit of optimism was voiced by W. J. Williams 
of the company, who spoke on “Optimism in 
1922.” Mr. Williams presided as toastmaster. 
Other speakers were H. L. Oberer, Canton, 
Ohio; A. C. Lafferty, Indianapolis, Ind., and 
J. L. Morgan, Toledo. 








Satisfactory Year for Minnesota Mutual 
Life 

The results of the transactions in 1921 of the 
Minnesota Mutual Life Insurance Company of 
St. Paul were very gratifying to the officers. 
The assets of the company on December 31, 
1921, amounted to $9,243,506, representing an 
increase of $1,191,314. The surplus to policy- 
holders was then $1,084,959, an increase of over 
$300,000 during the year. The new business 
paid for in 1921 was $19,076,682, and the in- 
surance in force at the end of that year was 
$78,129,203. This sum denotes an increase of 
over $17,000,000 in insurance in force during the 
past two years. The company’s total income last 
year was $2,858,488, while the total disburse- 
ments were but $1,780,822. 

The Minnesota Mutual Life is one of the 
companies which maintained its excellent div- 
idend scale during the period of the heavy in- 
fluenza and war mortality. It now has a fund 


of $516,718 for the payment of annual dividends 





apportionment on deferred 
In addition, the net surplus 
now amounts to $568,241. It is notable, also, 
that the company carries a special reserve for 
mortality and security fluctuation of $125,000, 
so that the actual surplus is $693,241. E. W. 
Randall is president of this progressive com- 


and for future 


dividend policies. 


pany, which has shown rapid growth in recent 
The other officers are: vice-president, 
T. A. Phillips; second vice-president (in charge 
of agencies), O. J. Lacy; secretary and actuary, 
H. W. Allstrom; medical director, C. M. Mc- 
Cloud. The company is now operating in fif- 
teen Western States. 


years. 


UNION CENTRAL MEETING 


Four Hundred Agents Attend 
Annual Gathering 





WELCOMED BY PRESIDENT SAGE 
Chicago Agents Want Company to Write 
Accident & Health 
CINCINNATI, Ouro, Jan. 10—Four hundred 
agents of the Union Central attended the annual 
convention of the company’s agents here last 
The meeting was called to order by 





week. 
President John B. Sage. A desire was ex- 
pressed by agents of the Chicago delegation that 
the company enter the accident and health busi- 
ness. 

Speakers included John L. Shuff, Cincinnati, 
president of the Life Underwriters Association; 
Charles Hommeyer, superintendent of agencies; 
C. B. Knight, New York city, who wrote the 
record amount of $20,194,121 of insurance for 
the company in 1921; E. A. Ferguson, Chicago; 
W. B. Lee, Dallas, Texas; M. G. Hodnette, 
Denver; W. C. Lyne, Pittsburgh, and R. L. 
Stephenson, San Francisco. 

A committee, consisting of Edward A. Fergu- 
son, of Chicago; Eugene Jordan, Grand Rap- 
ids; William L. McPheeters, Cleveland; Wil- 
liam E. Schilling, Des Moines, and John L. 
Shuff and Allan Waters, Cincinnati, was in 
charge of the program. 








Detroit Life Reports $9,000,000 New 
Business 
The Detroit Life Insurance Company re- 
ports a total of new business paid for during 


R. K. EATON PROMOTED 





Becomes First Vice-President of 
John Hancock 





J. L. WAKEFIELD SECOND VICE- 
PRESIDENT 


F. E. Nason and E. H. Brock Also Moved 
Up 

3osTon, Mass., Jan. 10—At the regular 
meeting of the board of directors of the John 
Hancock Mutual Life Insurance Co. of Boston 
Monday afternoon, Robert K. Eaton was made 
first vice-president of the company, succeeding 
Walton L. Crocker, who was recently elected to 
the presidency. 

Other promotions include those of John L. 
Wakefield, who becomes second vice-president, 
Fred E. Nason, third vice-president and Elbert 
H. Brock, fourth vice-president. Mr. Nason 


is also made a member of the board of directors. 

Mr. Eaton entered the service of the company in 
August, 1886, in the agency department. Ten years 
later he was made an inspector and in 1899 was made 
superintendent of agencies for the ordinary depart- 
ment. His successful management and his recognized 
ability led to his election in 1917 to the board or 
directers, at which time he was also made a vice- 
president. 

Mr. Wakefield, following his graduation from the 
Harvard Law school, practiced law until 1906, when 
he was made associate counsel and director of the 
John Hancock. Four years ago he was elected thir.i 
vice-president. He is also general counsel and chair- 
man of the finance committee. 

Mr. Nason entered the company’s service in 1892. 
Ten years later he was made an assistant secretary, 
from which position he has steadily advanced. He is 
widely known as an authority on underwriting and 
taxation, 

Mr. Brock became a member of the home office staif 
in 1887. Later he was made supérintendent and two 
years ago he was made fifth vice-president. 








1921 of $9,844,000, an increase of $2,263,000, or 
29.7 per cent, over 1920. The December record 
of paid-for business was $1,116,000, the largest 
business done in any month with one exception 
in the history of the company. 

The total in 1921 compares with $5,205,000 of 
paid-for business in 1919, an increase of $4,- 
639,000, or 89.2 per cent, over 1919. The in- 
surance in force December 31, 1921, was $27,- 
550,000, an increase of $5,546,000 during the 
year. 





first two contract years. 





OHIO, INDIANA AND ILLINOIS 


THE VOLUNTEER STATE LIFE INSURANCE COMPANY, of 
Chattanooga, Tennessee, intends to enter these states. 

This announcement is not addressed to satisfied 
representatives of other Companies, but to experienced, 
successful life insurance solicitors, who wish to 
obtain General Agency Contracts. 

If your character is above reproach, and you 
have paid for a minimum of $200,000 annually for the 
last three years, and are ambitious to own and operate 
a General Agency , ——Write us, giving full particulars. 

Liberal financial assistance extended during the 


-—Minor Morton, Vice President and Agency Manager 
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The Federal Reserve Life | 


Insurance Company 


of Kansas City, Kansas, is writing One Million Dollars of | 
business every month in Kansas. 


There is a reason for this, and a Mighty Good One! 





Inexperienced men, who are hustlers, are doing as well 
as those who have had years of experience. /f interested, 
write today ! 























by 

A. M. BURTON, President 
AMERICAN NATIONAL ta 
Ne 
INSURANCE COMPANY LIFE AND CASUALTY | | : 
W. L. Moody, Jr., President of Galveston, Texas INSURANCE COMPANY Sp 
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Life Insurance in Force Ms 
Over $145,000,000 December 31, 1920 OF TENNESSEE 4 
1n | 
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RECORD ATTENDANCE AT MONTHLY 
MEETING 


New York Life Underwriters Hear J. Elliot 
Hall 

The plan of the New York Life Underwriters 
Association to hold its monthly meetings for the 
benefit of the rate-book man has worked out 
with unexpected success. The meeting on Tues- 
day evening at the Drug and Chemical Club was 
marked by a record attendance of 377. J. 
Elliot Hall, general agent in New York of the 
Penn Mutual Life, was the chief speaker, talk- 
ing on the subject of income insurance. 

Col. Francis R. Stoddard, Superintendent of 
Insurance for New York State, and George L. 
Wilson, formerly of the Equitable Life of New 
York and now with the Harriman National 
Bank, were guests of honor. Col. Stoddard 
spoke briefly, assuring members of his desire 
to aid the insurance business rather than to 
block it. He pledged the life underwriters his 
aid in uplifting the profession. Mr. Wilson 
had a refreshing humor, which added greatly 
to the evening’s entertainment. 

Mr. Hall has made a remarkable record in 
New York in the last two or three years as a 
seller of income insurance. His agency, com- 
posed largely of new men, had an average of 
$15,830 per policy last year, a truly great 
achievement. Mr. Hall’s method, as he de- 
scribed it, is to, by adroit questioning, place the 
prospect in his wife’s position should he die, 
and make him realize how impossible that posi- 
tion is. Mr. Hall says that he never proves 
any point himself but makes the prospect do so 
by leading questions. 


“Giving Yourself a Chance” 

The excellence of the leaflet by William T. 
Nash, entitled “Giving Yourself a Chance,” is 
attested by the following letter sent by a dis- 
trict manager of the Mutual Life of Illinois of 
Springfield, to President H. B. Hill of that 
company. It reads as follows: 


My Dear Mr. HItr: 

I am writing you to thank you for putting 
in my possession some of the strongest closing 
arguments on the market to-day, and I want 
you to extend my thanks and appreciation to 
William T. Nash, the author, and THE SPEcTA- 
Tor, for this canvassing literature. 

Last week I was canvassing a man who had 
bought a farm and was in debt, and who said 
he just could not afford life insurance. After 
I had carried him up to the point where he 
thought he needed it, but could not afford it, I 
took from my pocket a folder written by Mr. 
Nash and printed in THe Spectator, entitled 
“Giving Yourself a Chance,” and read it to 
him, and then drew out my application and filled 
it out for five thousand dollars. 

He signed it and settled for the premium, and 
to-day he has the policy. This man was John 
F. Logan of Colchester, Ill. 

I also tried the leaflet on Fred. E, Knoedler, 
whose address is Colchester, and wrote him 
for three thousand dollars. : 

Now both of these men have some little 
children, and the reference in the leaflet named 
to children and the parents’ responsibility for 
their welfare, is the best I ever saw. 

Yours truly, 
C. E.. Hares, 
District Manager. 
Macomb, Ill., Dec. 31, 192I. 


x 


M. R. Nelson Goes to Central Life 

Martin R. Nelson, for many years associated 
with the Northwestern agency at Buffalo, N. Y., 
and in recent years vice-president of the Re- 
insurance Life, has accepted the management of 
the home office city agency of the Central Life 
Assurance Society of the United States at Des 
Moines, Ia. 

Return of Alien Property 

A bill to provide for the return of enemy 
property seized during the war has been in- 
troduced in the House of Representatives by 
Congressman Newton, of Missouri, and is now 
before the House committee on interstate and 
foreign commerce. The way for introduction 
of the measure was paved by the trading-with- 
the-enemy act itself, which provides that after 
the end of the war any claim of an enemy or 
of an ally of enemy to any money or other 
property received and held by the alien property 
custodian or deposited in the United States 
treasury shall be settled as Congress shall 
direct. 

The measure points out that the war is now at 
an end and that the following provision should 
be enacted: “That any former enemy or ally 
of enemy may proceed under the provisions of 


Section 9 of the said ‘Trading With the Enemy 
Act’ for the recovery of any money or property, 
or the proceeds of property where same has been 
sold, in like manner as if he were not a former 
enemy or ally of enemy, and in any case such 
former enemy or ally of enemy is deceased, his 
heirs or legal representatives may so proceed.” 


W. R. Colby Retires 


William R. Colby, for many years resident 
agent for the Atlantic Mutual in Boston, has 
retired on account of failing health. He has 
been succeeded by Percy W. Brough, who will 
be assisted by Mr. Colby’s son, Henry L. Colby. 


Hugh Loudon, retiring manager of the Liver- 
pool and London and Globe, was presented wit’ 
a handsome silver coffee service last week hy 
the staffs of the Newark, New York, Boston 
and Philadelphia office staffs. 

An original method of approach often works won- 
ders in breaking the ice-—The Manhatitan Life. 

You don’t have to use the same selling talk as the 
other agent to land the prospect, but it is hooking the 
man at the right time which counts—The Manhattan 
Life. 





—An examination of the Liberty Life Insurance 
Company of Topeka, Kan., is being carried out in 
Kansas and Nebraska. 








Cuart Nol. 


Ratio of Policy Loans and Premium Notes to Reserves 


Figures from the Insurance Year Book 
———-— Figures from statistics gathered 
by the Association of Life Insurance Presidents 

















The above diagram graphically shows the ratio of policy loans and premium 
rates to reserves, and was presented at the National Convention of Life Insurance 
Presidents last month by President Nollen, of the Equitable Life Insurance Company 


of Iowa. 
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GREAT REPUBLIC LIFE INSURANCE COMPANY 


Los Angeles, California 


CAPITAL, $500,000 FULLY PAID 


GREAT OPPORTUNITY 
FOR LIVE MEN 
H. S. Bridgewater, 1951-52 Railway Exchange Bldg., St. 
Louis, Mo., Manager Missouri and Kansas. 


J. R. Railey, 401 Dallas County State Bank Bldg., Dallas, 
Texas, Manager Texas, Oklahoma and New Mexico. 


W. H. Savage, Vice-President and Agency Director. 














The Farmers’ Life Insurance Company 


Home Office, Denver, Colorado 





E. M. Ammons, President B. M. Stackhouse, Sec’y. 








ee. $2,800,000. 00 
SURPLUS TO POLICY HOLDERS... 350,000.00 
| | INSURANCE IN FORCE........... 15,250,000. 00 


Inviting Agency Connections Offered 
Particulars Furnished on Request 











WESTERN LIFE INSURANCE COMPANY 


OF DES MOINES, IOWA 
JAS. H. JAMISON, President 


NEW and up to date policy contracts. REAL SERVICE to Policyholders 
and Agents. NOTSO BIG to lose sight of individual Agents, and big enough 
to serve its Agency and Policyholders satisfactorily. SOME GOOD tere. 
ritory in IOWA and SOUTH DAKOTA open for Agents. 


‘“THE LIFE INSURANCE BUSINESS” 


Under the above title, Minor Morton, vice president and agency manager of a well-known lifeinsurance 
company, has written a booklet of wiich the purpose is to demonstrate the desirability of capable men 
adopting Life Insurance as an Avocation. 


STRONG ARGUMENTS ARE CONVINCINGLY PRESENTED 


Every life insurance company and general agency needs this booklet. PRICES: Single copy, 15 cents; 
100 copies, $6.00; 500 copies, $20.00; 1000 copies, $35.00; 5000 copies, $150.00; 10,000 copies, $250.00, 


THE SPECTATOR COMPANY 
Chicago Office 135 Wiliiam Street 
Insurance Exchange New York 


The Farmers and Bankers 
Life Insurance Company 
Invites Inspectton—Inquiry of Integrity 











It Issues 
POLICIES THAT ATTRACT 


And maintains a relationship with its Agents that creates 
a genuine spirit of loyalty between Agents and Company, 


HOME OFFICES: WICHITA, KANSAS 











OPPORTUNITY 


Since the ending of the Great War, life assurance has become appreciated, not as an 
incident but a necessity of life. Never before have the thoughts of man so steadily 
turned in one direction—Now is your opportunity. Become an Agent of the Great. 
West Life Assurance Company whose contracts are liberal—stability unassailable— 
terms to Agents equitable. Moreover, the Company conducts a Life Insurance 
course, that not only teaches the inexperienced man, but helps the experienced Agent 
to greater efforts. 


THE GREAT-WEST LIFE ASSURANCE COMPANY 
Head Office—Winnipeg 
EXCELLENT OPPORTUNITY 


| 

| 

| 

| for Reliable, Energetic men to represent us in the states of 
| Illinois and Missouri with direct Home Office contracts. Liberal 
1 





| policies. 
CAPITOL LIFE INSURANCE COMPANY 


| OF COLORADO 
| Thos. F. Daly, President DENVER, COLORADO 








1857 1921 


Che Oldest Life Insurance Company 
in the West has new territory for 
live agents. Its policies are liberal 
and easy to sell. 


ST. LOUIS MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. 








THE EUREKA LIFE INSURANCE COMPANY 


BALTIMORE, MARYLAND 


Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOSH. N. WARFIELD. Jr., Vice-President 
1. HOWARD IGLEHART, Medical Director 


JOHN C. MAGINNIS, President 
H. LEISHEAR, Jr., Sec’y & Treas. 











HOME LIFE INSURANCE CO. 


New York 
WM. A. MARSHALL, President 

The 61st Annual Statement shows admitted Assets 
of $40,465,508 and the Insurance in Force $212,- 
483, 100—a gain for the year 1920 o0f nearly $27,000,000. 
The insurance effected during the year was nearly 
$43,000,000. The amount paid to policyholders 

during the year was over $4,196,000. 

FOR AGENCY APPLY TO 


GEORGE W. MURRAY, Superintendent of Agents 
256 Broadway, New York 








AGENCY MANAGER WANTED 


A Middle Western life insurance company is de- 
sirous of obtaining the services of an Agency Manager 
who is capable of organizing and producing an agency 
force and who is acquainted with conditions in Ohio. 
Indiana and Illinois. 

An attractive contract will be given the right man. 


Address Middle West, 


Care of THE SPECTATOR, 
Post Office Box 1117 City Hall Station, New York 





| THE COMPANY. 
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| OANIEL BOONE; "resident 











MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 


Backed and endorsed by the most substantial 
and influential business men in Kansas City. 
Practical insurance men of long experience 
and conspicuous success. 

MISSOURI, KANSAS, OKLAHOMA, 
COLORADO, TEXAS. The best territory 
in the country to-day. 


THE MANAGEMENT. 


THE TERRITORY. 


DANIEL BOONE, Jr.; Secretary 
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| OBSERVATIONS IN THE CASUALTY FIELD 


$100,000 IN INCREASED COM- 
PENSATION 
Violation of Child Labor Law Cost Em= 
ployers in Wisconsin That Amount 
Mavison, Wis., Jan. 10.—Kmployers in Wis- 
cousin have paid over $100,090 since 1917 in 
d compensation to minors injured while 


increase ; . 
violation of the child labor law. 


employed in 
These payments have been made under the sec- 
the workmen's compensation act which 
provides that when a minor is injured while 
illegally employed the compensation shall be 
trebled and the increase, amounting to two- 
thirds of the whole, must be paid by the em- 
ployer and not by the insurance carrier. 

This treble compensation clause was held to 
be constitutional by the Supreme Court in the 
case of Brenner vs. Heruben, decided in 1920. 
This court has also held that misrepresentation 
of age by the minor or his parents does not pro- 
tect the employer against treble compensation. 
“An employer can protect himself against in- 
creased compensation,” says the Industrial Com- 


tion of 


mission, “only by never employing a minor un- 
der seventeen years of age without having on 
jlea labor permit authorizing him to employ the 
minor and by never allowing any minor to 
york at a prohibited employment. A minor 
who claims to be over seventeen should be re- 
quired to file with the employer a documentary 
proof of his age, such as a copy of his birth or 
haptismal record. Practically every child can 
produce such documentary proof of age, and in 
case this is impossible there is a procedure 
through which the age of a minor can be de- 
termined by an order of the county court.” 
Finding May Rest on Probabilities, Says 
Utah Supreme Court 

"There can be no doubt that a finding of the 
commission may properly rest upon probabil- 
ities,” said Justice Weber of the Utah Supreme 
Court in a written decision in a case in which 
the employers, a mining company, had appealed 
iom an award made by the Industrial Com- 
mission on the ground that they should not base 
their awards on probabilities. The commission 
tad contended that an electric wire found near 
the dead body of the man had probably caused 
tis death, and the Supreme Court upheld their 
award, ——————— 

Self-Insurance 
Self-insurance under State compensation laws 
tas been embraced by 380 employers, who have 
deposited $8,250,000 to secure their claims, ac- 
wding to the New York State Industrial 
\ommissioner, Henry D. Sayre. 





AUTOMOBILE NEWS 


‘es 





bootlegging Automobile Bonds Stand in 
Utah 

J W. Walker, Commissioner of Insurance of 

“lth, has decided that the bond or insurance 


forms which are now in use for the purpose of 
covering automobile losses due to confiscation 
through bootlegging operations may stand. A 
short time ago the commissioner requested the 
insurance companies to submit an alternative 
policy form which might be acceptable to the 
banks—who finance the auto companies and al- 
low them to sell on the installment plan—and 
still be within the letter and spirit of the law. 
The companies were not able to improve on the 
original contract, and Mr. Walker decided that 
they might go on writing the business until such 
time as a more acceptable form of contract is 
decided upon. 


United States Mutual Automobile in 
Difficulties 

The Michigan Insurance Department, which 
examined the United States Mutual Automobile 
Insurance Company recently, reports that liabil- 
ities were found to amount to $122,792, while 
assets were only $17,259. A receiver has been 
applied for, but not yet appointed. 





LIABILITY ITEMS 











Massachusetts Liability Companies’ Rule 
on Collections 
Mass., Jan. 9.—A set of 
the collection of premiums has been adopted by 


Boston, rules for 
the Massachusetts Casualty Underwriters Asso- 
ciation, composed of seventeen of the leading 
liability companies. The rules are as follows: 

\il premiums on workmen's compensation and 
all forms of liability policies shall be due upon 
the delivery of the policy, and if not paid by the 
fifteenth of the second month following the 
mcnth in which the insurance takes effect, the 
company, through its authorized representative, 
will ascertain from the assured if the premium 
has been paid to the agent or broker, and if it 
has been paid, then notice of cancellation, as 
required by the respective policies, shall be sent 
to the assured direct. 

Additional premiums on workmen’s compensa- 
tion and all forms of liability policies where the 
actual premium is determined by audit are due 
upon determination. If unpaid thirty days after 
they are reported to the agent or broker, col- 
lection direct by the company from the assured 
will be undertaken. 


Boiler and Fly Wheel Liability Policies 
Barred in Wisconsin 
Wis., Jan. 10.—A 


earding boiler and fly wheel damage policies has 


AMIADISON, new order re- 


just been issued by the Wisconsin Insurance 


Department. The order reads: 


soiler and engine and fly wheel damage 
policies, which cover against loss sustained by 
the insured, hy reason of his liability, on ac- 
count of death or injury to any person em- 


ployed by him under the Workmens Compensa- 


31 


tion Act, cannot be written in this State as 
per our instructions of April 1 last. 

As a result of the hearing held before the 
board December 15, your attention is directed 
to the fact that all such policies issued on and 
after April 1, 1921, which include employees’ 
coverage under the Workmen's Compensation 
Law must be endorsed without delay eliminat- 
ing such coverage. 

Assistant Manager of Norwich Union 

Indemnity 

Kenneth Spencer, manager of the Pacific coast 
department of the Norwich Union Indemnity 
Company, has announced the appointment of 
O. M. Doyle as assistant manager. Mr. Doyle 
has been connected with the Norwich Union for 
the past year as superintendent of its Pacific 
coast department. He is an experienced casualty 
man and has a host of friends on the coast who 
are congratulating him upon his advancement. 





CASUALTY NOTES 








JOINS NORTHWESTERN CASUALTY 
Company Expects to Begin Writing in 


February 
C. M. Abbot, formerly with the National 
Surety Company, has taken charge of the 
fidelity and surety department of the North- 
western Casualty and Surety Company. Mr. 
Abbot has been in the surety business since 


1897. Tle was for a number of years connected 
with the Federal Union Surety of Indianapolis 
as general manager of its contract department. 
He later became vice-president and general 
manager of the company, continuing in that 
capacity until its liquidation in 1914. He was 
short time Western manager of the 
American Fidelity at Indianapolis, and in 1916 
returned to the National Surety. 


for a 


Charles H. Franklin is proceeding with the 
organization of the casualty department, and 
both departments will begin writing business 
Business will be 


February 1, it 1s expected. 


d-vided equally between the two classes. 








“The Felicities of Old Age’ 

Under the title, I. H. Lionberger, 
chairman of the Credit Indemnity 
Company, St. Louis, has writte1 a brochure in 
which he sets forth his thoughts upon the pleas- 
ures which await those who attain old age. In 


above 
American 


his opening paragraph he says: “In my sixtieth 
year a wise woman of more than eighty said to 
me: ‘I congratulate you; you have begun to live 
after sixty years of preparation, and are now 
wise e1ough to govern yourself and help others. 
The best part of life is between sixty an] 
eighty.” 

Mr. Lionberger comments upon the joys at- 
tendant upon old age due to friends, their sym- 
pathies and mutual services, children and grand- 
children, books (as to which he says “none but 
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THE ACCUMULATION POLICY 


is a combination of insurance and investment in a new sense, 
as it provides for increasing benefits each year—in reality, a 
Contingency Fund that will be available for the purchase of 
extended insurance, or which may be withdrawn (without in- 
terest) in event of an emergency. However, any amount re- 
maining in the Accumulation Fund at death will be paid to the 
beneficiary as additional insurance. 


Specimen rate: Age 35 $31.80 per $1,000.00 
Salesmen—This policy has no competition. 


NATIONAL LIFE ASSOCIATION Des Moines, lowa 











INTERNATIONAL LIFE OF ST. LOUIS 
SHARES PROFITS 
WITH ITS AGENCY ORGANIZATION 


That spells a whole volume in a connection with a 
company broadly known for establishing new world 
records for growth and prosperity. Just write the 
home office for a bill of particulars about the Inter- 
national Life plan for distributing among its leading 
agents a share of the profits, based on the high char- 
acter and persistence of insurance written—that is, 
send your inquiry if you write business of high char- 
acter and persistence. The International Life profit 
sharing plan is now reinforced by two years of prac- 
tical and successful demonstration. It is an exclusive 
International Life feature and as such modern and 
all that it ought to be. 


INTERNATIONAL LIFE INS. CO. 
ST. LOUIS MO. 


“A World of Strength”’ 

















Stability with Fraternity 


The Fraternal Aid Union 


A Fraternal Beneficiary Association that Issues 
MODERN LIFE INSURANCE CONTRACTS 
ON THE LEGAL RESERVE BASIS 








Assets of Three Million Dollars 
Operating in Thirty-eight States 





SOMETHING DIFFERENT 





If Interested, address 


V. A. YOUNG, Supreme President 
LAWRENCE, KANSAS 


PUBLIC LIFE INSURANCE CO, 


$500,000 Authorized Capital 


is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 


Write today; we may have just what you want 


LOUIS NAROWETZ, President 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 
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** Life Insurance and 


—How To Sell It” 


k 

i 

f 
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& 

' ERE’S A BOOK “chock full” of the 

E newest there is in life insurance salesman- 

' ship—the actual methods; plans; suggestions; 
money making, sales-producing ideas of the 

most successful salesmen. As interesting as 

i it is helpful. Not the theory of one man but 

E the compilation of experiences of nearly a 

i hundred star producers. They tell you how 

5 they do it. Get this book of good things. 

E 

i 

f 

é 

i 
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ABSORBING AND INTERESTING 
$1.00 postpaid 





The Insurance Field Co. 
Incorporated 


Box 617 Louisville, Ky. 
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FENDS SURETY COMPANIES 


yce Says They Are Not Told 
Habitual Criminal 


DE 
William B. Jo 

Applicant is an 
President William B. Joyce of the National 
Surety Company of Were York, in a newspaper 
jntervieW early this week, answering criticism 
f surety companies for bonding habitual crim- 
;, suggested the doubling of the number of 
judges trying criminal cases, doubling the num- 
yer of district attorney ‘s assistants, lengthen- 
itences and doubling the amount of bail 


inals, 


ing ser 


— 
Mr. Joyce said the officials of the surety com- 


panies had no way of knowing whether an 
applicant was a known criminal and that, if 
notified by the District Attorney in such cases, 
they would withdraw the bonds. 

W. B. 
William B. Joyce, president of the National 
Surety Company of New York, entertained at 
timer on Tuesday evening members of the 
ward of directors and advisory boards of the 
company. Those present included some of the 
most prominent men in banking, insurance and 


Joyce Entertains 


hysiness circles. 


“A Perfect Sequence’”’ 

What the Casualty Information Clearing 
House styles “A perfect sequence” is covered ini 
one letter recently sent out by the receiver for 
a Southern mutual fire insurance company. 
First, there is a letter signed by the president, 
telling of a run of losses, decrease in premiums, 
and the levying of an assessment. This is fol- 
lowed by a notation by the receiver that the 
curt has directed him to collect the assess- 
ments levied on policyholders 








Joins Workmen’s Compensation Publicity 
Bureau 

Jones, secretary-treasurer, 
Compensation Publicity Bureau, 
fas announced that the Continental Casualty 
Company, of which H. G. B. Alexander is presi- 
dent, has become a member of that bureau. 


F. Robertson 
Workmen's 


RESULTS IN 1921 
The Columbia Casualty Company wrote 
"gyo,000 in premiums during 1921. Of this, 
‘I per cent was compensation business and the 
maining 79 per cent miscellaneous business. 
The surplus of the company increased $125,000 
though earnings. 


—0. H. Pfeiffer, manager of the 
pany, has been 


Royal Audit Com- 
ie apppointed receiver for the Mid-West 
“Ne Stock Insurance Company, Quincy, Ill. The 
‘mpany is said to be insolvent. 





~The Canadian Hail Underwriters Association has 
voted to handle its losses through the Northwestern 
\djustment and Inspection Company. Its rules prac- 
tically coincide with those of the Western Hail Con- 
ference, 





—The Lion Accident and Casualty Insurance Com- 
pan 

Med of Omaha, Kan., has changed its name to the 
Yamid Mutual Accident Company. 





—The Michigan Mutual of Traverse City, Mich., 


and th 
the Great Lakes, of Saginaw, automobile mutuals, 


te planning a merger. 








Kings; Rayher, 
Campbell, of 
Eldridge, 


Caulfield, of 


Slacer, of Erie; 


LEGISLATIVE NEWS 


ley, of Steuben; 





more, of Oneida; Male, of 








Arpany, N. Y., Jan. 10.—A bill has been in- 
troduced in the Legislature by Senator Down- 
ing of New York amending subdivision 12, sec- 
26, 27, 20, 31, 34, 54 and 95, and re- 
pealing subdivision 2, section 50, of the work- Mr. 


grove, of Richmond; Merrigan, of 
as follows: 
Antin, 


tions 3, 
amending sections 
men’s compensation law by prohibiting stock 
corporations or mutual associations with which 
employers have insured from doing business un- 
der the law. No policy issued in the State Fund first fourteen days, as at present. 
shall be cancelled except for non-payment of Mr. Antin, 
premium. The State Commission, in determin- 15, workmen’s compensation law, 
ing the rate, shall consider the experience of 
other State and English-speaking countries. 
ALBANY, Jan. 11.—Senate and assembly com- Mr. 
mittees on for the 1922 
comprise the following members: 
Towner, of Putnam; Gibbs, of Erie; 
Fearon, of Onondaga; 


compensation shall run from 


first seven days of disability, 


Cuvillier, amending section 


insurance session of 
tlements, by 
Senate : 
Ames, or 


Karle, of Queens; in case of death, 


of Cattaraugus; Wiswall, of Albany; Duggan, ployers and the insurance carriers, of the hear- 
of New York; Dick, of Monroe; Seidel, ing to determine whether compensation has 


the Bronx; Downing, of New York; Twomey, 


of Kings. 
Assembly : J lutchinson, 


the facts and the law. 
of Fulton- Hamilton ° 


of New York; 
Albany; Wheat- 
of Warren; 
Schenectady ; 
Hamill, of New York; Reilly, of Kings; 


Bills have been introduced in the Assembly, 


workmen’s compensation law, by providing that 
the end of the 
instead of the 


amending subdivision 3, section 
by increasing 
the period during which compensation shall be 
paid for certain permanent partial disabilities. 


men’s compensation law, relative to direct set- 
requiring the State Industrial 
Board in all cases to notify injured workmen, 
their dependents, and em- 


been or is being paid strictly in accordance wita 


Mr. Cuvillier, amending section 49-a, work- 





NEW AND RETIRED CASUALTY AND MISCELLANEOUS 
License 1921 


INSURANCE COMPANIES 


Company and Location 
Detroit Fidelity and Surety Co., Detroit, Mic. 
General Casualty and Surety Reinsurance Corp., New York, N. Y. 
Minnesota Threshermens Mutual Insurance Co., Mankato, Minn. 
State Mutual Insurance Exchange, St. Paul, Minn. 
Supreme Casualty Co., Milwaukee, Wis. 
Texas Casualty Co., Austin, Tex. 
ProJECTED 1921 
Company and Location 
Automotive Industries Mutual Motor Insurance Assn., Detroit, Mich. 
Blue Ribbon Mutual Auto Insurance Co., Detroit, Mich. 
Commercial Mutual Surety, Lincoln, Neb. 
Coastwise Mutual Casualty Co., New York, N. 
Detroit Bonding and Mortgage Guarantee Co., 
Equitable Mortgage and Title Co., Lawrence, 
Federal Mutual Auto Insurance Co., Milwaukee, Wis. 
Frankenmuth Mutual Auto Insurance C ‘o., Frankenmuth, Mich. 
General Casualty and Surety Reinsurance Corp., New York, N. Y. 
Mutual Indemnity Co., Detroit, Mich. 
New York Indemnity C o., New York, N. Y. 
Plains Casualty Co., C heyenne, Wyo. 
Professional Indemnity Corp., Grand Rapids, Mich. 
Standard Automobile Mutual Casualty Co., New York, N. Y. 
Supreme Casualty Co., Milwaukee Wis. 
Title Guaranty and Casualty Co. of America, Detroit. 
RETIREMENTS AND CHANGES. 
American Bonding and Casualty, Sioux City, receivership. 
Auto Insurance Assn. of America, Minneapolis, receivership. 
Bankers Automobile Insurance Co., Lincoln, Neb., reinsured in Union Auto Insurance Co., Lincoln. 
Delaware Surety Co., Wilmington, Tetired. 
Delaware Trust Co., W ee. retired. 
Farmers Live Stock, Des Moines, receiver appointed. 
Lion Accident and Casualty Co., Omaha, changed name to Pyramid Mutual Accident. 
Lion Bonding and Surety Co., Ome aha, liquidation. 
Michigan Mutual Plate Glass, Battle C ‘reek, changed its name to National Mutual Plate Glass. 
Mid-West Live Stock, Quincy, IIl., receiver appointed. 
National Bonding and Insurance Co. ., changed its name to Inter-Ocean Reinsurance Co. 
National Live Stock Co., Des Moines, retired. 
Nebraska Live Stock, Omaha, changed its name to Nebraska Live Stock Ins. and Indemnity Co. 
New York Motorists Mut. C asualty Co., changed its name to United States Mutual Automobile Cas. Co. 
Spokane Title Insurance Co., Spokane, Wash., — 
Trust Company of St. Louis C ounty, Clayton, Mo., retired. 
NEW AND RETIRED OLD LINE Lic AL RESERVE LIFE COMPANIES. 
LICENSED EN 1921. 


De stroit, Mich. 
¥. 





Capital 


Company, Location and President 
$200,000 


Capital Savings Life Insurance Co., Columbus, Ohio............. 
Liberty Life Insurance Co., Chicago, IIl 
Modern Life Insurance Co., St. Paul, Minn., 
Safety First Life Insurance Cc ‘o., Oklahoma City, Okla., 
Standard American Life Insurance Co., Chicago, Ill. . Deere 
Union National Life Insurance Co., Houston, Tex., A. M. Miller. 
ProjecTeD DurRING 1921. 


cw ey ® Burnquist. . * 900,000 
A. L. Welch. 


Company, Location and Officer. Capital 
Bankers National Life Insurance Co., Indianapolis, Ind., Wm. N. Jones... . $200,000 
Cosmospolitan Life Insurance Co., Detroit, Mich., F. R. Reich. . ae 250,000 
Domestic Life and Accident Insurance Co., Louisville, Ky. 100,000 
Great Western Life Insurance Co., Billings, Mont. . 250,000 
Michigan Life and Annuity Co., Pet oskey and Detroit, Mich... I ee es 75,000 
National Reserve Life Insurance C’ 0., Topeka, Kan., Geo. G. [ES REG Nea 225,000 
National Home Life Insurance Co., Dallas, Tex., G. W. Jalonick. 150,000 
National Savings Life Insurance C 0., Wichita, Ks an., S. C. Cole man. 250,000 
National Temperance Life Insurance Co., Chicago, Ill, J.D. Knapp.. 100,000 
Public Life and Accident Insurance Co., Nashville, Tenn., F. S. Haner 200,000 


Texas Mutual Life Insurance Co., Dz allas, Texas., Thos. J. Jones....... 
Washington City Life Insurance Co., R. R. Shaw. 

RETIREMENTS AND C HANGES ‘During 1921. 
American Life, Des Moines, Ia., merged with the Northern Assurance under the title of American Life, 

Detroit, Mich. 

Colorado Life, Denver, Col., reinsured in Western National, Cheyenne. 
Great Southern Life Insurance Co., Birmingham, Ala., changed its name to Alabama Nat. Life Ins. Co. 
National Bankers, Kansas City, Mo., merged with American Bankers, Chicago. 
Surety Fund Life, Minneapolis, Minn., merged with the State Life, Des Moines, Ia. 
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Public Accountant Actuarial Actuarial 

Dee... 

nha 
HARRY C. LANDWEHR PAUL L. WOOLSTON W. R. HALLIDAY 

CERTIFIED PUBLIC ACCOUNTANT INSURANCE EXAMINER, CONSULTING 
Insurance a Specialty ACTUARY AND ACCOUNTANT ACTUARY 
75 Maiden Lane New York City MAJESTIC BLDG., mene son: INSURANCE EXCHANGE ‘iieiias 


Telephone Beekman 3461 
































Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 
American Auto- National Union New Amsterdam 
mobile- ord National-Hartford Casualty Co. 
American Equitable Philadelphia Under- Indemnity Company 
British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 
Fidelity-Phenix 
ce Und 


lerwriters BROKERS’ LINES SOLICITED 


FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


Hume-Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, lowa 


ee! 
een 


JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303 165 Broadway, New York City 


Expert Advice on Domestic, Tropical 
Semi-Tropical Business’ shes 


Cable Address: Gertract, New York 























J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 
insurance or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Companies, Associations or 
Orders. 3 i 
Temporary money advanced on strictly private 
arrangements. 
? ,llcommuneations held personal and confidential. 
Address J. L. MITCHELL, 604 Masonic Temple, Chicago, Ill. 


JULIAN C. HARVEY 


CONSULTING 
ACTUARY 





GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 























Actuarial 


CHEMICAL BUILDING __ ST. LOUIS, MO. 256 BROADWAY ’ NEW YORK 
JNO. A. COPELAND T. J. McCOMB 
CONSULTING CONSULTING ACTUARY 
ACTUARY 


124-126 HURT BLDG. ATLANTA, GA. 


Colcord Bldg., OKLAHOMA CITY, OKLA, 











= 





FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 


35 Nassau Street New York 





—- 




















MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 


T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 


F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Acceuatants 
THE BOURSE PHILADELPHIA 























A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 


ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. Independent Life Building 


























DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 


Insurance Examiners and*Adjusters 








FREDERIC S. WITHINGTON, F. A. 1. A. 
3 CONSULTING ACTUARY | 


402-404 Kraft Building Des Moines, lowa 








Telephone Walnut 3761 











SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


506 Forsyth Bldg. ATLANTA, GA. 


NEW YORK COLLEGE AND UNIVERSITY 
GRADUATE, A. B. LLB. 


With Twenty Year’s Practical Experience in Insurance manage” 
ment, underwriting, loss adjustment and investment departments 
of American and foreign insurance companies, desires to adjust 
losses, procure, capital, and handle fire, marine, life, casualty and 
surety matters on per case or per diem basis. 

Address “ADJUSTER” 
Suite 314, Temple Bar Bldg. Brooklyn, New York City 
Cable Address: Lawbond—New York 











A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, lac. 


“Life Insurance Service”’ 
10 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Backs Our Service” 














MARCUS GUNN 


CONSULTING 
ACTUARY 


29 So. La Salle Street 
Telephone Randolph 7684 


CHICAGO 











W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 
75 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 











LOSSES ARE ASSETS 


When handled with proper regard for 
their business building possibilities. 
Even an aggrieved claimant may hecome 
a friendly policyholders if impressed with 
the fairness of an adjustment. 


R. L. NASB, 

Adjuster for Casualty Companies 
1110 Mutual Bidg., RICHMOND, VA. 
Liability, Compensation, Accident 

and Health Claims 


TERRITORY: 
Virginia and North Carolina 
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Miscellaneous Insurance 








eS 
men’s compensation law, by adding a new group, 
4, $0 as to bring under the law any disease or 
<ckness in any of _the hazardous employments. 
enumerated in section 2. oe 

\r, Schoffel, amending subdivision 3, section 
ais increasing the period of compensation fo1 
* anent partial disabilities. 


perm : : 7 
kowski, amending sections 12 and 


Mr. Patrz 


», by providing that compensation shall run 


om the end of the first five days of disability 
instead of the first fourteen days, as at present. 

Mr. Rosenmann, amending subdivision 4, sec- 
‘on 3, by including in the definition of “erm- 
sloyee a person who is engaged in traveling to 
i from his place of employment. 

Mr. Leininger, amending section 52, by mak- 
ing the penalty for failure to pay compensation, 
imprisonment for not more than one year, or 
bya fine of not more than $500, or by both. 


Inter-Ocean Casualty Progresses 

The premium income of the Inter-Ocean 
Casualty Company of Cincinnati for 1921 was 
14,000, the largest in the company’s history. 
The income over 1920 was about $126,000. 
five years ago the premium income was $272,- 
00. The 1921 record, therefore, shows a gain 
‘ premiums of about 340 per cent in five years. 
The financial condition of the company at the 
dose of the year will show very little change 
over last year. The company has requested its 
home department to make an examination of the 
wmpany this month, and expects the report of 
the examination to be completed in time for the 
ammual meeting, which is scheduled for Janu- 
ary 26, 

With the advent of the new year a new policy 
wntract is announced, to be sold only on the 
quarterly, semi-annual and annual premium 
jan, The new policy provides for full benefits 
for non-confining illness, and double benefits for 
tospital confinement for either accident or ill- 
ness, An unusual feature of this policy is that 
it may be sold with the first fourteen days’ ill- 
nes benefits eliminated at practically one-half 
the premium charged for full coverage. Liberal 
wmmissions are paid the agents for the first 
warterly premium. The company expects to 
jlae a large number of these policies on its 
iaoks, 

Volunteer Reduction Policy 

Hartrorp, ConN., Jan. 10.—The solution of 
what appeared to be a rather weighty problem 
automobile insurance has been found in the 
volunteer policy reduction which has recently 
xen adopted by the Automobile Insurance Com- 
aly and several other automobile insurers. 

Asa result of the price cuts made by nearly 
tery manufacturer of motor vehicles many 
takes of cars can be purchased new for hun- 
ites of dollars less than the price owners of 
‘imilar cars paid in the boom period. The con- 
“quence, of course, has been a great decline in 
te value of all cars in use that were bought— 
aid insured—at the higher price level. 

Quite naturally the insurance companies have 
Wdesire to be covering an old car for $2000 
then one of the same make can be purchased 
tv for $1800, yet it is exactly the position 


the 


uty have been in in a very large number of 


cases. As a result it has been possible for an 
unscrupulous owner to “dispose” of his car, pur- 
chase a new one with his insurance money, and 
still be several hundred dollars “to the good.” 

This abnormal condition has led to a great 
deal of car stealing and burning “with the 
owner’s consent.” 


in Atlantic City Fire 

At the annual meeting of the Atlantic City 
Fire of Atlantic City, N. J., held January 7, 
Frank B. Off, vice-president and dfrector, was 
not reelected to the board or returned as vice- 
president. 

Edward E. Seeler, secretary of the company 
for nineteen years, one of the prime movers in 
organizing the Atlantic City Fire, and successful 
in the management of the company for all these 
years, was not reelected to the office of sec- 


Changes 


retary. 

IF. B. Off and Edward E. Seeler, president 
and secretary, respectively, of the Fidelity In- 
surance Company, a local enterprise, having re- 
cently increased its capital, will devote their 
entire time and attention in furthering the inter- 
ests and success of that company. 


Equitable Life Had Good Year 
The regular paid-for business of the Equi- 
table Life Assurance Society of New York 
amounted to $427,000,000, exclusive of group 
insurance. This represents 90 per cent of last 
year’s business. 


Missouri State Life Wrote $100,000,000 
The new paid-for business in 1921 of the 

Missouri State Life of St. Louis reached $100,- 

000,000, including revivals and increases. 


United Fidelity’s Showing 
The United Fidelity Life Insurance Company 
of Dallas, Texas, reports insurance in force 91 
$25,760,857. 


—The Insurance Federation of New York State is 
holding a meeting to-day at 80 Maiden Lane. 





PERSONAL ITEMS 








Charles F. Barrett has been appointed man- 
ager of the Mutual Life of New York in Utah 
and Idaho to succeed Fred C. Hathaway, who 
has accepted the position of manager of the 
company’s Los Angeles branch. Mr. Barrett 
has been with the company since March 1, 1918, 
and f or some time has acted as traveling super- 
intendent in this territory. 

James P. Casey, Salt Lake City superintend- 
ent of the Mutual Life of New York, has ac- 
cepted a similar position with the company in 
Los Angeles and will continue to work under 
Fred C. Hathaway, his present manager. He 
was formerly general manager of a Salt Lake 
City newspaper. 

Arthur J. Hill, of San Francisco, California 
manager for the State Life Insurance Company 
of Indiana, states that the ten leaders of the 
California Agency for 1921 wrote and paid for 
over $2,500,000 of business, an average produc- 
tion of over $250,co0. E. E. Nelson of Madera, 
Cal., who led the California agency in 1920, 
led again for 1921. A. L. Sullenger, of Eureka, 
stood second. Mr. Hill says that the California 
agency will show a splendid increase over 1920 
despite unsatisfactory business conditions in 
California during the past year. 

Maurice M. Gale, prominent insurance 
broker of San Francisco, and Mrs. Gale ar- 
rived home last week after a three months’ visit 
to the Orient. They were members of the San 
Francisco Chamber of Commerce Oriental Re- 
lationship Tour party, but for business reasons 
left the delegation in Japan. 

L. H. Hall has been promoted assistant secre- 
tary of the National Bureau of Casualty and 
Surety Underwriters. 

H. L. Remmel, dean of Little Rock insurance 
men, will retire on January 15 as Arkansas 
manager for the Mutual Life Insurance Com- 
pany of New York under a company ruling 
fixing the age limit at seventy. Republican 
leader of Arkansas, and as such dispenser of 
patronage in the State under the present ad- 
ministration, Mr. Remmel’s career stands out 
as a notable example of so-called “self-made” 
men. As director of the field force of the great 
New York corporation, Mr. Remmel has made a 
conspicuous success, for which he will reap a 
reward upon being retired in the shape of a 
salary for the rest of his life said to amount to 
about $500 a month, based on the amount of 
business that has been secured under his leader- 
ship during the last few years. 


EXTRACTS FROM THE STATEMENTS OF LIFE COMPANIES FOR 1921. 


The following figures from the statements of life insurance companies, covering the year 1921, have 
been mostly compiled from returns made direct to Tae Spectator: 

















Total Paid for *Surplus 
Name and Location of Company Income Insurance Insurance Admitted to Policy- 
Written Gained Assets olders 
American Life, Detroit............ $2,000,000 $10,000,000 .......... $6,500,000 $200,000 
Columbus Mutual, Columbus, O.... 1,605,305 10,966,553 $7,041,893 3,220,939 667,111 
Conservative Life, South Bend, Ind. .......... 4,740,000 EU ascuseucad Xeevdevess 
Continental Life, Wilmington... .. . 1,316,030 7,333,168 3,803,765 4,560,212 1,365,112 
Des Moines L. & A., Des Moines.. . 505,233 3,876,133 775,209 1,087,028 621,515 
Tinted le VIE, 5 oid sce docuce” Be desweaes 9,844,000 GME0GO ........... were peeee 
Equitable Life, Des Moines........ 11,082,159 53,991,462 32,396,209 39,234,839 1,844,727 
Fort Worth Life, Fort Worth, Tex.. 603,747 = 2.71,115 233,082 2.043,309 300,000 
CGiamleis Bile NO SOR cic cccccecess. CEM Sinwanedde sadéddende -cdenedeues 
Illinois Life, Chicago. ............. 5,000,000 24,000,000 10,000,000 20,000,000 3,250,000 
Minnesota Mutual, St. Paul........ 2,858,488 19,076,682 524,723 9,243,506 1,084,959 
Whittial eels OWN Rsc cs cccccce. Scccecccee WORT Scdcceccee scceuses aivewueweed 
National Guardian, Madison....... 614,424 3,985,436 2,053,646 206,000 
National Life, Montpelier.......... .......... 50,453,617 24,488,960 .......... .......... 
North American, Chicago.......... 2,200,000 14,000,000 135,000 —_- 6,750,000 900,000 
Postal Life, New York............. 2,000,000 4,100,000 1,200,000 10,235,000 340,000 
Provident L. & T., Philadelphia.... .......... .......... 39,719,904 126,596,259 10,883,592 
Travelers, Hartford............... 40,700,000 474,600,000 .......... 0 .......... 0 eee me 
Western Empire, Winnipeg, Can... . 234,668 1,393,240 2,074,526 724,330 272,820 
Western National, Cheyenne....... 349,869 4,329,208 1,434,367 706,130 275,177 





During 1921 the companies herewith transacted new business as listed: 


3ankers 


Life, Des Moines, $109,250,000; Connecticut Mutual, $61,750,000; Equitable Life, 


Des Moines, $53,456,315; 


Equitable Life, New York, $427,000,000 (exclusive of 


group insurance); Lincoln National, $79,000,000; Massachusetts Mutual, $131,923,- 


469; Missouri State Life, 


$100,000,000; 


Mutual Benefit, $190,225,561; National 


Life, Vt., $50,453,617; New York Life, $586,000,000; Pacific Mutual, $81,500,000; 
Penn Mutual, $135,000,000; Phcenix Mutual, $50,000,000; Provident Life and Trust, 
$82,410,000; Union Central Life, $107,319,351. 
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GRAND RAPIDS? MICHIGAN GRAND RAPIDS? MICHIGAN = 
Tote 
Or 
Nobody knows nor ean easily determine the moral — 
hazard of any risk as well as the local agent. If 
FIRE careful selection is made from this viewpoint the ._ LIABILITY pe 
Company is very much indebted to the agent. This publish 
responsibility should be assumed by the agent. The lara 
MARINE Home Office Underwriter is very much handicapped BONDS 
on this hazard and should insist upon the local agent 
using his own judgment and if he declines to assume a 
AUTOMOBILE great portion of this responsibility, then there should — 
be a change in agents. AUTOMOBILE 
TORNADO This careful selection is no less than the difference - 
between profit and loss in automobile insurance, and HEALTH 
an agent who will not scrutinize this hazard carefully 
HAIL and conscientiously with every application is not 
properly representing his company. In the long run 
he works against his own interests as well as the ACCIDENT A) 
FARM company’s. Neither he nor the Company can build 
up a satisfactory and permanent business. 
teaniahel ° COMPENSATION 
Michigan’s two Peninsulars can use agents that look TI 
to the Company’s interests as well as their own. ag 
life 
ser 
A 
He. 


Peninsular Fire Insurance Company RE 
OF AMERICA 


Peninsular Casualty Insurance Company 


HOME OFFICE: Grand Rapids, Michigan 


A\ 


Chi 


Ins 
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ORGANIZED 1871 


| 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


OLDEST LARGEST STRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from 


$1,000.00 to $50,000.00, 
and Industrial Policies from $12.50 to $1,000.00. 


Condition on December 31, 1920: 


a ene sa REDD LHe RANE RES es $24, 143,510. 56 
I ons wins 4k OR wae winger Tale 21,803,452.41 
Capital eS Ee Oe ee ree 2,340,058 .15 
EM NO i skid wienn awvne neens 207,301,719. 00 
Payments to ee 1,983,096. 17 


Total Payments to Policyholders since 


I 20 vicacicn virideagnniaesss $25,823,269.97 


JOHN G. WALKER, President 





UBLICATIONS OF C,. & E. LAYTON. 


The undersigned are sole agents in the United States for the old estavlished 
publishing house of Charles & Edwin Layton of London, England, whose long list of 
publications on fire, life, marine and other branches of insurance embrace the most 


valuable and standard treatises on these subjects. 
SEND TEN CENT STAMP FOR CATALOGUB. 


THE SPECTATOR COMPANY 


135 WILLIAM STREET, NEW YORIs 

















A NEW SALESMANSHIP GUIDE 


THE ART OF SELLING 


A Practical Hand Book for the Use of Insurance 
and Other Salesmen 


By JOHN S. TUNMORE 


The author is an expert and successful general 
agent for one of the most conservative and best 
life insurance companies and in this work pre- 
sents many 


Actual Experiences in Selling Life Insurance 


He, With characteristic originality of style, explains the 
REASONS FOR AND PSYCHOLOGY OF VA- 
RIOUS METHODS OF APPROACH, CLOSING, 


and General Arguments for solicitation 
A Valuable Work for the Beginner or the Veteran 


Price, (in green silk cloth binding,) $1.50 


THE SPECTATOR COMPANY 
PUBLISHERS 


135 William Street 
New York 


Chicago Office 


Insurance Exchange 














National Liberty 


Fusurance Company of America 


INCORPORATED UNDER THE LAWS OF THE STATE OF NEW YORK IN 1859 
. Statement, January 1, 1921. 
ot), ee,  — 


BSCS... ee ee ce cece ee ee ee ee ee ss «12,071,029 44 
Liabilities including Capital................... 8.565,072.02 
 ccanattinas, ning” ee cocccccce B:000,000 42 
Surplus to Policy Holders....... occcce se 4,000,054 .42 


| HEAD OFFICE: 
709-717 Sixth Avenue, Cor. 41st Street, New York. 














HOW TO ORGANIZE AND OPERATE 
MUTUAL BUILDING AND LOAN ASSOCIATIONS 


A considerable number of insurance men throughout the country are now 
officially interested in local mutual building and loan associations, and find 
that such associations help their insurance business, as well as contributing 
directly to their income. 

A Virginian who is well posted as to the operations of such associations 
has gotten out a little book under the above title, in which the system is 
thoroughly described, with information concerning the keeping of books, 
the forms of certificate of incorporation, by-laws, etc., together with ques- 
tionsfrequently asked about such organizations, and their answers. 

This book is substantially bound in cloth, with gold title. 

PRICE $2.00 PER COPY 

Orders and remittances should be sent to 
» 

THE SPECTATOR COMPANY 


Chicago Office 135 William Street 
Insurance Exchange New York 








Miss Bina M. West, 


THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 


Largest Fraternal Benefit Society of Women in the World 


A “Millionaire”? Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 240,000 

The Reserve Fund is $14,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sick 

Its Reviews are Social and Welfare Centers 


Write for information to: 
Miss Frances D. Partridge, 
Supreme Record Keeper, 
Port Huron, Michigan 


Supreme Commander, 
Port Huron, Michigan 





GRAND RAPIDS LABEL CO. 


BELS 


GRAND RAPIDS, 


FOR FOLDER 











MARINE INSURANCE CHART 
1921 Edition 


The 1921 edition of the Marine Insurance Chart has just been issued and 
displays the 1920 marine and inland transactions of the marine and fire- 
marine insurance companies operating in the United States. In many cases 
merine and automobile insurance items are separately given. It is printed 
in the form of a folder which may be readily carried in the pocket. 


PRICES 
Single copies..............$ .50 EE $25.00 
SPGOMES.. co56 5 5 oo cece von SCs eo 5 66 ic sieecatere 85.00 
SR COIR. oe. Sccccuss cng pO ee ee ee 125.00 
FLEXIBLE BINDING 

Sitele CODE... 66. cccccewes $1.00 BOO GONG Bis 6. ecsuc $80.00 

THE SPECTATOR COMPANY 

CHICAGO NEW YORK 
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Chicago National Life Insurance Co, 


CENTURY BUILDING, STATE AND ADAMS STREETS 


JUST LICENSED BY ILLINOIS STATE DEPARTMENT 


First 10,000 shares sold, over $100,000 deposited 
with State 


WANTED—First-class Agency man; must be of undoubted experience and ability. 


APPLICATIONS—considered from reliable stock salesman on new issue—20,000 | 
shares—best of leads furnished. | 











IFE INSURANCE COMPANY 


OF BOSTON MASSACHUSETTS 


In Business Since 1862 


Insures all classes of selected lives, issuing policies on 
the ordinary, intermediate and industrial plan at all 
ages. It also insures against total and permanent 
disability. Policies of the company are made secure 
by reserves maintained on the highest standard, with 
additional contingent reserves providing protection 
against all emergencies. Information and Advice on 
any matter relating to Life Insurance is Available at 
any time through the Agencies or Home Office of this 
Company. 


Jefferson Standard 
Life Insurance Co. 


HOME OFFICE: 
GREENSBORO, NORTH CAROLINA 








Insurance in Force—Over $163,000 ,000.00 








Large Strong Progressive 





ATTRACTIVE POLICY CONTRACTS Hl 
FINE TERRITORY | 














THE PRESIDENT AND HIS CABINET 
ON LIFE INSURANCE 


PORTRAITS AND OPINIONS OF TWELVE 
LEADING STATESMEN 


A Most Valuable and Convincing Leaflet 
Containing 
Strong, Unequivocal Endorsements 
of Life Insurance Protection 


Sold in quantities to Companies and General Agents 
as follows: 


PRICES: 
100 copies 1000 copies. ......$30.00 
pee) Copies ....5.. 35% 5000 copies 120.00 
10,000 copies.... ..$225.00 


The Spectator Company will send during the year 1921 every 
Life Insurance Agent in the United States a free copy of the 
President and his Cabinet on Life Insurance, who has not received a 
copy of the President’s letter. This will be mailed in a sealed en- 
velope on receipt of 2c stamp, the applicant aiso to state the name 
of the company he represents. Send in your application at once. 











ADVICE OF GREAT VALUE TO ff 
THE AMERICAN PEOPLE 


LIFE INSURANCE IS UNQUALIFIEDLY ENs 
DORSED BY PRESIDENT HARDING, 
AND EX=PRESIDENTS WILSON, 
CLEVELAND, ROOSEVELT AND 
TAFT 


THIS EFFECTIVE 10 PAGE FOLDER CONTAINS 
THEIR PORTRAITS AND OPINIONS GIVEN TO THE § 
SPECTATOR. a 


Single copy 15 cents 1000 copies...... .$25.00" 
100 copies..........$4.00 5000 copies. .... .. 100.00 


500 copies..........15.00 10,000 copies. .... .. 180.00 | 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILtiam STREET © 
INSURANCE EXCHANGE NEW YORK ‘Yy 
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4 Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium 

fan, up to $3,000, to young men and young women 
as young as age 2—Protective insurance and Educa- 
tional and Business Start _ Endowment insurance. 
This extension of the age limit for Ordinary insurance 
down to age 2 helps our Agents considerably. _ We 
sue Participating and Non Participating policies. 
As regards adults, we write contracts with Double 
Indemnity provisions covering any kind of fatal acci- 
dent, or with Double Indemnity provisions covering 
fatal travel accident only, as may be desired. We 
issue policies with Waiver of Premium and Disability 
Annuity or Instalment Payment features. We insure 
males and females at the same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILL, 


EIGHTEENTH SUCCESSFUL YEAR 


Premium Income 1920 . $787,895.07 
Pg eee eee $378, 177.24 
Surplus to Policyholders . $311,939.46 
Health and Accident Insurance Only 
Licensed in twenty-two States 


Write Heme Office fer general agents territery now open 


INTER-OCEAN CASUALTY COMPANY 
Cincinnati, Ohio 


J. W. Scherr, President W.G. Alpaugh, Secretary 




















sence Financial Stability Non-Technical Contracts 


THE EMPLOYERS’ 


LIABILITY ASSURANCE CORPORATION, LTD. 
OF LONDON 


THE PIONEER AND LEADING LIABILITY INSURANCE COMPANY 
OF THE WORLD 


WORKMEN’S COMPENSATION 


LIABILITY, AUTOMOBILE, STEAM BOILER 
AND FLY WHEEL, ACCIDENT, HEALTH, 
FIDELITY, SURETY, BURGLARY AND 

PLATE GLASS INSURANCE 


SAMUEL APPLETON 


United States Manager 


33 Broad Street, Boston 


Dwight & Hilles Resident Mgrs. for N. Y. State 120 William Street, N. Y. 


ACTUARIAL STUDIES 


Study No. 1. ‘“‘SOURCES AND CHARACTERISTICS OF THE PRIN. 
CIPAL MORTALITY TABLES.” Price : 1.25 plus cost of delivery, 
Study No. IV. ‘‘GRADUATION OF MORTALITY AND OTHER 
TABLES.”’ Price $1.25 plus cost of delivery. 
These volumes of about eighty pages each, bound in maroon cloth, are 
issued by the Actuarial Society of America. 
Chapter on “‘ Disability Benefits’’ (Study No. V.) is nearly complete and 
should be ready shortly. 


Good progress has also been made on the chapters ‘‘Construction of 
Mortality Tables (No. I1.) and ‘‘ Population Statistics’’ (No. III.). It will 
probably take several months to complete these for publication. 


THE SPECTATOR COMPANY 


Cuicaco OFrFIcE 135 Wiiu1amM STREET 
Insurance Excuanas NEW YORK 











WISE AGENTS PUSH 


“AUTOMOBILE CASUALTY INSURANCE” 
WE ALSO WRITE 


Fidelity and Surety Bonds 
Plate Glass and Burglary Insurance 


THE KANSAS CASUALTY & SURETY CO. 
J. C.O. MORSE, President WICHITA, KANSAS 


** Conservative but Aggressive” 
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Prosperity Awaits You Here! 








THE SOUTH IS RICHER NOW IN OPPORTUNITIES 
THAN IN YEARS. Never was there so much money in 
circulation. 

THE FARMER, the merchant, the manufacturer need and are 
buying more insurance. 

SOME CHOICE TERRITORY in Texas and Arkansas for 

Field Supervisors who can produce business and instruct Agents. 

Salary and commission. 


LOUISIANA STATE LIFE INSURANCE COMPANY 


H. CLAY BROWN, Supt. of Agencies, SHREVEPORT, LA. 

















GENERAL AGENCY OPENING FOR 
NORTHERN WEST VIRGINIA 


‘S'wo good personal producers may combine 
to get contract. 
If you cannot produce personally do not 
apply. 
Address West Virginia, care of THe SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 
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WILLIAM ALEXANDER’S 
EDUCATION AL SERIES 


ON LIFE INSURANCE 


What Life Insurance Is and What It Does 


A preliminary text book, or primer, deal- 
ing with the fundamental principles on 
which all sound life insurance rests. 
Price $1.50 
How To Sell Insurance 
The chief aim of this book, as the title in- 
dicates, is to teach the inexperienced agent 
how to do his work, and build up a re- 
munerative business. While it is intend- 
ed primarily for the new agent, it embodies 
a great deal of instruction that ought to be 
of value to the agent of experience. It 
will also be useful to those who are en- 
gaged in the work of training inexperi- 
enced agents. Price $2.00 


The Prosperous Agent 


This little book is for the guidance of ex- 
perienced and inexperienced agents alike. 
It gives a catalogue of the characteristics 
—the mental equipment —of the success- 
ful business man, and tells how these 
qualifications can be utilized to the great- 
est advantage by the insurance salesman. 
The instrument with which the agent does 
his work is his own mind. The material 
on which he uses this delicate instrument 
is the mind of another person. It is all 
important, therefore, that he should know 
exactly how to utilize his mental equip- 


ment. Price, paper cover $1.00 
Red cloth $1.50 


The Art of Insurance Salesmanship 
(IN PRESS) 
This volume takes up the instruction of 
the agent where the second volume of this 
series stops. It contains more advanced 
instruction, and one of its aims is to stimu- 
late the thought, fire the imagination, 
broaden the vision, and thus increase the 
efficiency of experienced agents. Price $2.00 


The last volume of this series has not yet 
been published. Its title and scope will 
be reported hereafter. It is sufficient to 
say here that its aim will be to round out 
the agent’s insurance education. At least 
that part of his education which can be 
included in insurance text books. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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INFORMING WORKS OF YAU 
TO AGENTS AND PROSPECTS: 


By WILLIAM T. NASH 4 
(Originator of Monthly Income Insurance) 4 


EXSTERALALRLRRARAREA 


Much valuable advice and instructive matter for agents, incly aie 
veteran and the beginner, can be found in the publications isgueg b 
Spectator Company of which William T. Nash is the author, ¥ 


EXCLUSIVELY FOR THE INFORMATION OF AGENTS. 
MULTIPLYING YOUR INCOME, price $1.50, 
This is one of the best books ever put out for the instruction of i 


Every beginner should master it and even the veteran will find new inenj 
tion. In flexible binuing. ow lass, 













THE MONTHLY INCOME POLICY, price 5c, 


As the originator of monthly income insurance, Mr. Nash is-espegi 
well qualified to instruct the field workers on this subject. Large numbers 
of policies have been placed through the hints contained in this book, Bound 
in cloth. ® ; 


A GREAT FUTURE, price 25c. 


A pamphlet showing forcibly the unlimited opportunities for advancement 
of the solicitorin the selling of life insurance. 


METHODS THAT WIN SUCCESS, price 1c, 













Three short stories bearing on methods adopted by successful agents are. 
brought together under the above title. The names of these stories 
“Eggs and Life Insurance,” ‘‘Blue Chips’ and ‘‘The Man Next Dogp! 
Each story carries a lesson. 'S 


THE STORY OF ED. REDLICH, price 15c, 


_ Atruestory of the opportunities in Life Insurance for the average man, t i 
in simple but forceful style. * : 


FOR THE PROSPECT AND POLICYHOLDER 


All the leaflets and pamphlets listed below, also written by Mr. Nash 
have proved great business producers. Each one has a special punch leads 
ing to the signature on the dotted line. : 


THREE LEAFLETS ON MONTHLY INCOME INSURANCE © 
ONE WOMAN’S EXPERIENCE WITH A MONTHLY INCOME. 1. 
SAVING WHAT YOU LEAVE . ...... 0 .0600000000060900nn 0 
A LOT: OF MONEY. 0.0.5.6. ..0:6660.6500 cece opines 08 scicueennnn 15 


LEAFLETS CONTAINING GENERAL ARGUMENTS URGING Tif: 
VALUE OF LIFE INSURANCE : 


ONE FARMER'S EXPERIENCE WITH LIFE INSURANCE... Jf, : 

ONE YOUNG MAN’S EXPERIENCE WITH LIFE INSURANCE 1p 

ONE BUSINESS MAN’S EXPERIENCE WITH LIFE-’INSUR- : 
ANCE % 


=BRREARERASLERRREA 


Ay | 


Al 


Bebeaaein> 


ONE DOCTOR’S EXPERIENCE WITH ENDOWMENT INSUR- p 
PS Er Sere ere P 
ONE SELF-SUPPORTING WOMAN AND HER LIFE INSURANCE.15 


THE WIFE’S INSURANCE. .......ccvcccwcccccccscce co cmt lt 
NOT JUST NOW: A Warning to Dilatory Prospects........... 


| 
WHY WE DON’T LIVE FOREVER: Emphasizing the Necessity 
of Keeping Life Insurance Policiesin Force............s++004 10 
SHORT STORY SERIES FOR AGENTS—METHODS 1fHAT 
WIN SUCCESS: Three stories with good pointers, ‘Eggs and | 
Life Insurance,’’ ‘‘Blue Chips,’’ and ‘‘The Man Next Boor.” Ab 
THE COST OF DYING—Providing for the Inheritance Tax.... 
EAL REASONS 5006553 sine vg: hs cae oe vae\ee 60+ cen | 
INSURING YOUR INSURANCE........... err be 
AT. THE END OF THE ROAD... ..éciiiccecccevescecie tg 1 
GIVING YOURSELF ACHANCE.........ccccccescse+0ceunne 5 
BORROWING FROM MARY.....:....... ccc ccceee cece ee cane i 
Agents soliciting accident insurance will find some compelling argument 
in a leaflet entitled 
TEMPTING FATE: Showing the Accidents Likely to Befall 
Even Preferred Risks. (Illustrated) .............eeeseeeee" 9 4 


Sample copies of each of the fourteen leaflets under ‘‘For the Prospect aut 
Policyholder” vary at 20c, 15c, or 10c, amounting for the fourteen I 0 
$1.85. The price of the five booklets under the head of “Exclusively @ 
the Information of Agents” is $2.55. Send us remittance for $3.75 a0d™ 
will mail you sample copies of all (19) of the Nash publications. 
circulars giving prices in quantities. 


THE SPECTATOR COMPANY 


GHICAGO OFFICE 135 WILLIAM OTF 
INSURANCE EXCHANGE NEW YORK 
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